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BETTER QUALITY~- BIGGER PROFITS 
SUN-RED EDGE Screen Cloth 
The Only Self-Measured Line 


























MEASURED AND MARKED EVERY SIX INCHES 


This exclusive Self-Measured feature saves Dealers material and time compared 
to old yard stick guess. 


200* SUN-RED EDGE AluminA, Black Painted and Copper-Bronze represent the 
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highest Quality and offer the greatest Profits. 
OUTSELLS because it OUTLASTS 


REYNOLDS 
WIRE CO. 
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This---the 1928, revised edition of the 
U. S. Poultry Fence Book---will help you in- 
crease your profits by increasing your sales of 
poultry fence and other poultry supplies. 

It contains latest facts and figures on the 
gigantic, billion-dollar poultry industry with its 
tremendous buying power. 

It gives you helpful merchandising and 
advertising ideas. 


at Stan 
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It suggests window and store displays. 


It points out new markets for U. S. Poul- 


try Fence. 


It is profusely illustrated; interestingly 


prepared. 
A copy of this book is being forwarded 
to you. May we urge that you watch for it. 
If your copy does not reach you, or if you 
want extra copies, we will gladly send them 
on request. 


Indiana Steel & Wire Company 


Muncie, 
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Ames Aids to Sales— 





The 0. AMES brand on a 
shovel is the world’s 
standard «.- This public 
recognition is a definite 
sales asset for you « « 





Selling 
‘Seven points. 


1. THE AMES BEND—the perfect 
shovel balance; often copied, never 
duplicated. 

2. Blade of heat-treated alloy steei 
with maximum resistance to wear. 

3. Finest craftsmanship, as details 
of finish readily prove. ‘ 

4. Lightest weight construction con- 
sistent with strength. 

5. Best handle known, a mn 
ern Ash, second growth 

6. All Dee - Handles. » sepoliet in 
OLIVER AMES Split Dee, I-D-L, 
— Wright Metal or Wooden 





7. Distributed by only the’ Sovement 
wholesale and retail dealers. 





USE THESE IN YOUR 
SALES TALKS 











SHOVELS. SPADES- SCOOPS 


AMES SHOVEL AND TOOL CO. . . . Ames Bidg., Boston 
Owner of Oliver Amies & Sons Corp., North Easton, Mass. Est. 1774 


Black Shovels Cost Less and Wear Longer 
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Here’s the ad featuring Master 
Padlocks—on a much 

scale than actual size—which will 
appear in the October Ist issue of 
the Saturday Evening Post. 


Watch for this advertising regularly! 
Tie-up with it by featuring the Master. 





OVE LOA 
a; NEW eLD 








Announcing a 


SUPER Padlock: 


Three Quarters of Pound 
of Massive Brute Strength 


GIANT addition to the famous 

line of Master Laminated Padiocks 

—the padlocks with patented lam- 
ge construction that put strength 

case, where strength belongs 

ber is oon found. 
Built like a bank vault door. Twenty 
five plates of high carbon, cold rolled 
steel — compresseq and riveted under 
100 tons pressure —~ form prompally a 
solid block of steel. Rube-proofed, ir 
side and out, by the new Cadmium- 
Electro Process—a:silver-like finish, the 
most rust resisting known to science 
Only $2.00 with three heavy embossed 
keys — compare with any other pad- 
lock selling from $3.50 to 
Over 30,000 dealers are featuring Mas 
ter Tyee Padlocks! Order direct 
if YOUR dealer carinot supply you 

All styles — standard type, spare tive 

locks, patented — 73 and up. 
MASTER LOCK CO., Milwaukee, Wis., US A 


No. 907 is built to the 
h standards demand. 





or ES, an 


PADLOCK 





A Big Profit Builder! 


Announced just thirty days ago—and is featured TO-DAY 
by over 27,000 dealers. 
Super Master—the padlock that’s opening a new 
profitable sales field for dealers. 


Compare them with ANY other padlock re- 
tailing as high as $3.50 to $6.00 and you have 
the REASON 


Three-quarters of a pound massive brute strength—that’s language 
any customer can understand the moment you put the lock in his 
hands. 


Master SAMPLER 
No. 900 


Shown opposite—is de- 
signed powerfully to attract 
and sell. 


HANGS or STANDS 
ANY PLACE! 


No charge for the display 
itself. It is furnished FREE 
with only one No. 905 and 
No. 907 mounted. 


Retails 
$2.17 233.50 
Order from your Jobber To-day—He HAS them for you! 


MASTER LOCK COMPANY ‘ 
Milwaukee, Wisconsin, U. S. A. 
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power obtainable in a kerosene lantern. 
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HEN your customer buys a Dietz 
Lantern he buys the highest lighting - 












This is due to a combination of scientific fac- 
tors that may be summed up in one phrase— 
COMBUSTION—as perfected in a Dietz 
Lantern. : 








Dietz Lanterns not only sell better but they bt 
are better lanterns to sell. ry, 


R. E. DIETZ COMPANY, NEW YORK 


Largest Makers of.Lanterns in the World—Founded 1840 f; 
Output Distributed Exclusively Through the Jobbing Trade Y 





\ LANTERNS | ) Z 
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All Hands Point to 
a Trade Mark of 







4 aes While Tools 
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¢ 2 PEXTO name on a tool is 


| 
important. It identifies our 
y products and is your assurance 
of quality. Yes, it is even more—it is 
/ a mark of responsibility and is backed 
























by over one hundred years of tool 
making experience. 


That’s the reason why the PEXTO 
Samson Bit Brace has found favor 
with Carpenters, Plumbers, Machin- 
ists and other trades, also Mine and 
Oil Field Operators. It is the original 
and genuine Ball Bearing Brace and 
has been the Mechanic’s choice for 
several years. 











There are many other tools in 
the extensive PEXTO line that are 
equally popular with the trade. You 
should have our No. 26T catalog 
handy for ready reference. 


The Peck, Stow & Wilcox Co. 


SOUTHINGTON, CONN., U. S. A. 


A 
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No. 8000D series, with box ring 
ratchet—sizes 8, 10, 12, 14 & 16 
inch. No. 8200D series with con- 
cealed ratchet—sizes 10, 12 & 14 
inch. 
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They Sell Faster 
Because They’re Better 


Wherever Cross-Cut Saws are used there you 


will find that Simonds Crescent-Ground Saws 


are preferred by the great majority. Their 
quality and cutting efficiency is recognized by 
users. That is the reason the demand for 
these saws has always been foremost. 


When you sell Simonds Crescent-Ground Cross- 
Cut Saws you are giving customer satisfaction, 
which means more sales to you. 


Place your orders with your jobber now and 
get prompt shipment to meet this fall demand. 


SIMONDS 


CRESCENT GROUND 
CROSS-CUT SAWS 
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Storm Sash save Coal 


Impress upon your customers that storm 
sash cut coal bills and keep out those un- 
comfortable drafts. 

The Stanley No. 1717 Hangers hold the sash 
snugly to the window frame, and prevent any 
rattling. The Stanley No. 1719 Fasteners hold 
the sash open for ventilation and lock it 
when closed. 


~~ 
/ 


) 





Selling Points of Stanley No. 1717 Storm Sash 
Hanger and No. 1719 Storm Sash Fastener. 
ss 
1. The shape of the hook of the No. 1717 Hanger 
makes it easy to apply and remove the storm 
sash from the inside of the house. 


2. The No. 1719 Fasteners ‘are reyersible for 
either right or left side. 








3. In a closed position the sash is locked by 
engaging the fastener with the pin in the 
casing. 

4. Storm Sash can be taken down and stored 
without disturbing the hangers and fasteners. 
Can be put up again in a few minutes. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle Stanley Storm Sash Fastener No. 1719 
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STANLEY HARDWARE 
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Many Concentrate 100% on Our Products 


Hundreds of jobbers and dealers, large and small, handle our Screen Cloth, 
Hardware Cloth and Poultry Netting exclusively. Many have sold our 
products for 20 years and more. They find them highly profitable. 


A goodly number feature our Bronze Screen Wire Cloth which 
is guaranteed 90% copper and 10% zinc. The zinc gives maxi- 
mum tensile strength and permanently resists corrosion. We 
control every operation in the manufacture of all our 

Screen Cloth and Poultry Netting. , 


Wickwire Bronze is made from Full Gauge Wire 
in 14, 16 and 18 mesh, in even widths 18” to 48”. 
100 lineal ft. to the roll. 
Your Jobber will supply you. 


WICKWIRE BROTHERS | 


Bronze Screen Wire Cloth | | 








Our Other Brands Screen 


Costs more than Steel Cloth 


Wire Cloth Cortland Black Enameled 
But— : : Cortland Gray-Wick 
returns the. difference in White Metal Finish 
service Wickwire Premier 


1 
e 2. 
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WE ARE HEADQUARTERS 


and 
















No other line of merchandise so fully satis- 
fies “the Gift Spirit’ as Mounted Pyrex—cer- 
tainly no Gift is more highly appreciated; for 
in no line are so fully combined the Service, 


Utility and Elegance. 
The Worthington 


Line 


market, comprising: 


PYREX—Plain and Engraved 
—the full line. 


MOUNTINGS —‘Silver and 
- Nickel—for all sizes of: 


Round, Oval and Square Cas- 
seroles, also Utility Dishes, Pie 

, Plates and Cake Dishes. The 
ia: wy prices range sufficiently to fit 
| at any size of purse and the styles 


to satisfy the most dis- 
h mS SE 


criminating tastes. 
A line from you will bring illustrations 
and prices. 


P. S.—Here is another line that is gel strong 
right now—NICKEL PLATED WARE. 


We have a fine line—Sandwich Trays, Bread 
Trays, Cream and Sugar Sets, Salt and Pep 
Relish Dishes, Compotes, Fruit Bowls, Hot 
Mats, Etc. 


They are priced right too. You should have a 
few of such items in your holiday order. 


THE GEO. WORTHINGTON CO. 


Established 1829 Cleveland, Ohio 
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buying healees in the country 


originators of the Tubular and 

Clinch rivets and with a record of 

more than fifty years of successful ac- 

— complishment behind us we know that 
i this product cannot be made better or 


eset 
SRR 


oe priced fairer than we make them and 
price them. 
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TUBULAR RIVET 
cat reese COMPANY 


J. T. MeDEVITT 
Postal Telegraph Build 
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WHEELING 
NAILS 


Points That Mean Profit 


VERY operation in producing 

the steel, drawing the wire and 
forming Wheeling Nails is carried 
out under one control and within 
the bounds of a single plant, insur- 
ing a single high standard of quality 
—uniformity in the finished product! 


Strength, bend-resistance, finish 
and long life— Wheeling “Mine to 
Market” manufacture insures these 
essentials! 

It will pay to get Wheeling Nails 
when ordering from your jobber. 


WHEELING STEEL CORPORATION 
Wheeling W. Va. 





Wheeling Barbed Wire 


Full gauged strands, heavy, uniform 

coating of pure zinc, clean-cut and 

tightly clinched barbs, neatness and 
convenience of heavy wire reel—these are fea- 
tures that readily identify Wheeling Barbed 
Wire and make it a source of worthwhile profit 
to your business. 
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SELF-LUBRICATING 


Get the benefits this superior pumping jack offers in the way of profitable sales | 
and satisfied customers. You know how some jacks perform after they have been 
installed. Excellent service at first—but short lived. They don’t stand the “gaff” 
when time and service tested. 

And here’s the way to put a stop to all pump jack uncertainty. Supply your 
trade with Myers Self-Lubricating long-lived Pumping Jacks. Then you will know 
that every installation means a neighborhood trade asset that will sell more jacks. 

When you measure quality and durability in terms of dollars and cents, Myers 
Self-Lubricating Pump Jacks are extremely low priced. So low in fact that it is 
false economy to install a light weight cheaply built jack. 

Remember—every Myers Self-Lubricating Jack carries a double profit—a dollars 
and cents profit for you—a one hundred 
per cent service profit for the purchaser. 


, Get information and prices today— 
your inquiry will receive prompt attention. 




































mz FE.MYERS & BRO. 4 


. ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOLWORKS -: 
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KELLY AXES AND TOOLS 


ARE FORGED HIGH GRADE STEEL 
ARE THE BEST KNOWN AND ARE KNOWN AS 


THE BEST 
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=a You Sell More 
Osborn Brushes 


Here is a display stand that 
lends itself equally well to 
counter use or as a window 
trim. You will be proud to use 
it, because of its bright, attrac- 
tive appearance and proven 
value as a silent salesman. 





It is solidly constructed of 
metal, lithographed in four 
colors, and so arranged that 
the brushes may be removed 
easily for close inspection. 


TE 88. 88 GRR EE SO RR SR CEA os The house-to-house canvasser, 
who works your neighborhood 
with his line of brushes, has to fight for the mere 
opportunity of showing his wares, but the people 
who come to your store enter in a buying mood, and 
have the time and inclination to look at your display 





Osborn Blue Handle 
Household and Per- 
sonal Use Brushes 


Wall Brush 

Floor Mop 
Clothes Brush 
Skirt Brush 
Sanitary Brush 
Vegetable Brush 
Bottle Brush 

Dust Pan Brush 
Percolator Brush 
Pan Greaser Brush 
Split Duster 
Radiator Brush 
Bath Brush 

Nail Brush 

Dish Mop 
Refrigerator Brush 





of Osborn Household and Personal Use Brushes. 
If you already have an Osborn Display Stand, be 


sure to keep it constantly at work for you. If you 
stock Osborn Blue Handle Brushes, and are not 
equipped with an Osborn Display Stand, write us 
and we will send one free. 


JW OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenues Cleveland, Ohio 
Branch Offices 


New York Detroit Chicago 
Francisco Los Angeles 








MAKERS OF 





QUALITY BRUSHES SINCE 1892 
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American Steel & Wire 
Company 







Royal 
Anthony, 
U. s., 








and 
Prairie 
Fences, 
Steel Gates 
and 
Steel Posts 


These products are nationally adver- 
tised—made in the most up-to-date 
plants—are the result of more than a 
quarter of a century experience and 
are backed with the strongest possible 
guarantee. You insure having satisfied 
customers and steady patronage when 
you sell any of the above brands. 


Dealers Wanted Everywhere 


American Steel & Wire 
Company 


Sales Offices: Chicago, New York, Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo, 
‘poy ti, Baltimore, WilkesBarre,St. is, 
Kansas City, Minneapolis, St. Paul, Oklahoma City, 
B Atlanta, Memphis, Dallas, Denver, 
Salt Lake City, U. 5. Steel Products Co., San 
Francisco, Los Angeles, Portland, Seattle. 
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onstant attention to man- 
ufacturing details is exem- 


plified in the character and 
quality of Griffin products 






WRITE FOR NEW CATALOG ! © 
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A Connecticut hardware retailer likened COES Wrenches to 
the crowds that visit a popular motion picture theatre—‘“In 
they come—out they Go!” 

If your wrench stock isn’t moving—stock COES Wrenches. 
Sizes :.6” to 21”. 


Your Jobber will supply you. 


COES WRENCH COMPANY 


“In business since 1841”’ 


“In they Come—Out they Go!” 


Worcester Mass. 











J. C. McCarty & Co... 253 Broadway, New York 
Buye's ‘ John H. Graham & Co. 113 Chambers Street, New York 
Gtalog Selling Agents 61 Shoe Lane, London E. C. 

Fenwick Freres............ 8 Rue de Rocroy, Paris, a 














HOTTEST HEAT 


Even With Cheapest Fuel 


A blowtorch buyer—whether mechanic or house- 
holder—wants the hottest heat he can get. And 
there’s just one way to be certain of that with present 
day low test gasoline or kerosene. ‘That is with a 


Turner Blotorch 
Master No. 45 


The “hot spot” baffle insures vaporization of fuel. Double 
valves assure a full flame in wind, rain or cold. A safety valve 
protects against excess pressure. 


Altogether, a far superior blotorch at the cost of the most ordi- 
nary. Offer your customers the Turner Master No. 45 if you 
wish to please them. 





Complete Catalog free for the asking. = 
TURNER MASTER NO. 45 


has more exclusive advantages than any com- 
"TURNER petior. 
¢ [aE 400° Greater Heat 
429 Grove St. Sycamore, Ii. Perfect Safety 


Absolute Flame Control 
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Make a Note On Your Calendar! 


DEKP KG ORS 


Jobbers Convention 


Number 
of 


Hardware Age 


October 27th Issue 


PEKRPORICKRIN 


Featuring the important 
annual joint convention 
of hardware jobbers and 
manufacturers at Atlantic 


City—October 17-21. 





Advertising forms close for Press—October 18 
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Economical Distrib 


L/S K/L 


The entire 
personnel 
and manufac- 
turing facili- 
ties of the 
the Kirk- 
Latty Mfg. 
Co. are now 
merged with 
Lamson & 
Sessions for 
greater ser- 
vice to you. 


HE distribution of Lamson & Sessions 


products to large consumers through 
direct factory representatives, either traveling 
direct out of the home office at Cleveland 
or resident in another city, and to the public 
through legitimate jobbing channels, gives 
all classes of bolt buyers a service exactly in 
line with their individual needs. 


Ten branch offices are maintained in the 
cities listed on the right while intensive 
coverage of the entire country is provided by 
a representative group of large distributors 
in all large distributing centers. 


The maintenance of large and complete 
stocks at our three plants in Cleveland and 
Kent, O., plus a daily manufacturing capacity 
of 5,000,000 bolts, is your assurance of 
prompt delivery of orders of any size. 


THE LAMSON & SESSIONS CO. 
1971 West 85th Street Cleveland, Ohio 


Branch Offices 


Chicago 
Detroit 

St. Louis 
Atlanta 

El Paso 
Seattle 

Salt Lake City 
Chattanooga 
Los Angeles 
San Francisco 


Lamsons Sessions 


MANUFACTURERS OF THE MOST COMPLETE LINE OF BOLTS IN THE COUNTRY 








H 
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Considering the Customer 
First, Last and All the Time 


AMSON & SESSIONS does not 
consider its responsibility termi- 
nated by the prompt delivery of first 
quality nuts and bolts. This company 
also believes in helping the customer 
buy to his best advantage. 

Every Lamson & Sessions salesman 
is qualified by years of actual expe- 
rience in every phase of the business 
to assist prospective purchasers in or- 
dering their requirements. 

Despite our ability to produce special 
work of every description, this service often 
takes the form of showing the customer 
how he can save money by using a standard 
product in place of the special job he con- 
sidered necessary. 

The outstanding position of Lamson & 
Sessions as one of the world’s largest sources 
of supply for bolts,,nuts, cotter pins, rope 
clips and special hot and cold upset work, 
conclusively demonstrates the correctness 
of its belief that what is best for the cus- 
tomer is best for the manufacturer, too. 


THE LAMSON & SESSIONS CO. 
1971 West 85th St. Cleveland, Ohio 
Chicago Detroit St.Louis El Paso Atlanta 


Chattanooga Salt Lake City Los Angeles 
San Francisco Seattle 
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GOOD WILL > 


The manufacturing methods 
of this company are largely 
responsible for the tremen- 
dous good will enjoyed by 
Nicholson File Company 
trade marks. 


High production standards 
maintained for years— 
months spent perfecting a 
process—tests so painstaking 


that they seem unnecessary 
to the uninitiated—these are 
our methods of building 
good will. 


It is along process but a sure 
one. Today Nicholson File 
Company trade marks are, 
stamping hardware stores 
the world over as sellers of 
excellent tools. 


NICHOLSON FILE COMPANY 
Providence, R.1., U. S.A. 


A FILE FOR EVERY PURPOSE 
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The Atkins Ready Household Kit No. 1 
Means—“ATKINS ALWAYS AHEAD” 


A MODERATE PRICE OUTFIT FOR THE HOME 





Furnished 
in a 
beautiful 
joc | 

Green 
Display 


No. 20) Saw Knife Case 


4 
1! Grasse Hook - @ 


A NEW SOURCE OF PROFIT FOR WIDE-AWAKE MERCHANTS 
A TREMENDOUS MARKET FOR THIS FAIR PRICE KIT 
“ATKINS READY HOUSEHOLD KIT No. 1 
IS A REAL UTILITY KIT FOR THE HOME 


After years of close study of the home market, Atkins research department has developed the ATKINS HOUSEHOLD KIT as illustrated 
consisting of the following: 


Pa 5 POM D2 
Key Hole Saw and Pad 


a 





° neg beg 2d Hand bd P 4 1 aeaite Saw and Pad 6” Slim Taper File 
°. ack Saw Frame an ade o. 1 Grass Hoo 2 
No. 88 Kitchen Saw 6” Mill Bastard File Bt cha sca 


You will find a market ready for this necessity. FURTHER INFORMATION AS TO PRICES ON REQUEST. 
OTHER WELL KNOWN PROFIT MAKERS SPECIFY THESE HIGH GRADE, EASY SELLING SAWS 
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The 400 Hand Saw is made of SILVER STEEL Skew Atkins No. 51 is favored by those who prefer the old 


Back, 4 gauges, two way taper ground; mirror polish, 

Improved Perfection Handle of rosewood. Made in “eo style handle. SILVER STEEL Blade, Skew Back, Regu- ‘ 

lar and ship patterns. The 401 Straight Back is also lar or Ship Patterns, beautifully polished. A fast cut- s 
ee om fl tae” Packed in holly ting, easy running saw. Packed with Christmas label. ¥ 











ici , Atkins Junior Mechanic for the little fellow or for the 
Atkins No. 53 is the carpenter’s favorite. Skew Back, home work shop. Blade is of thoroughly and evenly 


Regul Ship Patt SILVER STEEL blade d - 
noon finish. heatowena | andle, Improved Perfection pat- tempered steel, skew back, polished. Made in 20 inch, 
tern. Packed with Christmas label. 8 points only. Packed with Christmas label. 


: E. C. ATKINS & CO. 


Established 1857—The Silver Steel:Saw People Home Office and Factory, INDIANAPOLIS, IND. 
Canadian-Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 
: Branches Carrying Complete Stocks in the Following Cities: 
Ante CHICAGO NEW ORLEANS PORTLAND, ORE. SEATTLE PARIS, FRANCE 
HIS MINNEAPOLIS ‘ NEW YORK CITY SAN FRANCISCO VANCOUVER, B. C. 


- + 
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McKINNEY 
FORGED [RON 


APPROPRIATE FOR FINEST PERIOD SETTINGS 














requests for this type of work 
prompted by the desire to 
secure the benefits of 
McKinney texture, finish 


/ ADDITION to the standard 
designs (Heart, Curley 
Lock, Tulip, Etruscan and 
Warwick) McKinney has 
created a Speciat Desicn De- and rust-proofing that the 
PARTMENT which executes, — The drop ring handle of the | Forge Division instituted this 
with unusual dispatch, orders. "4" “"*""—s gpecial department to make 
for forged iron pieces of any nature. its service complete in every detail. 





The department is most essential for In order to acquaint your architect 
assisting Builder’s Hardware Depart- customers with this extension of your 
ments in bidding on Churches, service a special portfolio has been 
Theatres, Schools, Hotels, Apartments, prepared. Distribution of these books 
Large Residences and Clubs, and in can either be made through you or 
satisfying the needs of customersrequir- direct to the architect by forwarding a 
ing special pieces. list to Forge Division, McKinney 
There have been so many urgent Manufacturing Co., Pittsburgh, Pa. 


The illustration below is reproduced from one of the current McKinney national advertisements. The room ae, 


is of the Italian motif designed and executed by the Francis H. Bacon Company, prominent decorator of 
New York and Boston. The forged iron hardware is by McKinney. It is the McKinney Alhambra design. 
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TRADE WINDS 


By Llew S. Soule 
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Is It Really Service? 


NE of the most elastic and overworked 
terms in connection with modern mer- 
chandising is. the word “Service.” 

Hectic competition is causing stores in all 
lines to offer customers many extras called 
service—a lot of them unasked and unex- 
pected by the customers themselves. This de- 
velopment is simply educating the general 
public to demand more than mere merchan- 
dise for its money, and it is a question of how 
soon this program of ultra-service will com- 
pletely eliminate profits. The average cus- 
tomer is willing to pay for a reasonable 
amount of service but there is certainly a 
limit on the amount. 

So frantic has this exploitation of service 
become that Marshall Field and Company, 
Chicago, reputed to be the world’s largest 
retail store, is now running a series of full 
page advertisements in the Chicago news- 
papers, each ad dealing with some one inci- 
dent of super-service rendered. The text 
of one of these recent advertisements should 
be interesting to hardware retailers and is as 
follows: 

“A Chicago business man was lunching with two 
New York guests in the club-like grill room of the 
Store for Men. 

“I come here nearly every noon,” he said, “be- 
cause there’s no restaurant like it. In fact there’s 
nothing like Field’s anyway. Let me tell you a 
a little story.” 

Drawing a jack-knife from his pocket and turning 
it in his fingers as he talked, the Chicago man went 
on, 

“I bought this knife at Field’s and had carried it 
about two years when one of the blades broke. As 
I had become attached to the knife, I went to the 
cutlery section to have a new blade put in. ‘The 
saleswoman glancing at the brand said, ‘You must 
have bought this knife here.’ I told her I had. 

“*Well,’ she said, ‘I don’t believe it should have 
broken. I'll just speak to the section manager.’ In 
a moment she was back. ‘Yes’, she said, ‘there was a 
slight flaw. We'll put in a new blade. There will 
be no charge.’ 


“I told her that I had used the knife two years, 
and expected to pay for the repair. But she was in- 
sistent. ‘It shouldn’t have broken; she repeated. 
‘There will be no charge.’ ” 

As the luncheon host restored the knife to his 
pecket he observed, “To me that is the spirit of the 
store.” 

We pass this incident along in the belief that 
homely little stories may serve as well as big things 
to illustrate the policies of the modern merchant. 
When Marshall Field insisted that “the customer must 
be satisfied” and said he would rather be imposed 
upon than run the risk of imposing on another, he 
had in mind a principle which the poet Lowell con- 
densed in five words, “Tis prosperous to be just.” 
Looking at it from all angles, can a mer- 

chant profitably replace merchandise after it 
has been in use for two yearsP Will the av- 
erage customer look upon this as a real serv- 
ice or a piece of mis-directed generosity? 
Will he gain the idea that perhaps such a 
lavish display of service is possible only be- 
cause of undue profits on the original sale? 
And finally, does the customer really want 
service carried that far? 


All costs of doing business are eventually 
paid by the ultimate consumer. The ques- 
tion then is: would he prefer less in the way 
of extras with eventual price reductions, or a 
maximum of so-called service and higher 
costs? 

Undoubtedly there are two types of con- 
sumers. One wanting extreme service and 
willing to pay for it; the other willing to dis- 
pense with most of the so-called service 
items, if it means more merchandise for the 
money. Which is in the majority? The tre- 
mendous growth of those stores whose only 
services are merchandise and price, may be 
the answer. 

Real service is a wonderful thing, but from 
the standpoint of the average hardware mer- 
chant and his customer—just where does 
service cease and expense begin? 
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basement _hard- 
ware department of 
the Jager-Asmus Co., 
is neat and inviting. 
Household lines find a 
ready sale in this well 
arranged store section. 


This 











ardware Department Store 
is a Modern Conception - - - 


Jager-Asmus Co., Wyandotte, Mich., an outstanding 
example of this trend in development of the hardware 
store of today. Large turnovers in departments 


HE average hardware store of today is being 

confronted by the seemingly paradoxical fact that 

the more diversified the stock becomes, the easier 
it is to group that stock into departments. In other 
words, the wide range of merchandise facilitates the 
segregation of the various lines and as a result dealers 
are finding it increasingly advantageous to use basement 
and second floor sales rooms in the merchandising of 
certain articles. 

A splendid example of this type of modern hardware 
department store may be found in the establishment of 
the Jager-Asmus Co., Wyandotte, Mich., where two 
floors and the basement are occupied as sales rooms. 
The store building, which is about 30 feet wide and 130 
feet long, has a wide stairway leading to the basement 
about a third of the way back from the front entrance 
while a similar stairway two thirds of the way back 
leads to the second floor. 

On the main or first floor practically the entire left 
hand half is given over to sporting goods, a stock which 
turns about 5 times a year and represents approximately 
$30,000 of the store’s total annual business. O. L 
Asmus, one of the firm, is in direct charge of this de- 


partment and he attributes his large sales volume to the 
fact that he, himself, actively participates in practically 
all out door sports and it’s through the contacts that he 
makes on the golf course or tennis courts that most of 
his sales are made. 

Standard wall cases are used in the sporting goods de- 
partment, fishing tackle and other items being mounted 
on the display doors jugt the same as many stores dis- 
play tools or builders’ hardware. This method, accord- 
ing to Mr. Asmus, has proved a time saver, both for the 
clerk and the customer and also leads to many incidental 
sales. Floor show cases, facing toward the wall fixtures, 
contain other sporting goods items. The lines featured 
in this department are guns and ammunition, golf, tennis 
and base-ball goods, bathing suits and sports clothing, 
boats and out-board motors. Of this last named item. 
out-board motors, around 50 are sold annually. 

Another large department on this main floor is paint. 
Here about $15,000 worth of mixed paints are sold 
yearly, with another $10,000 worth of lacquers, var- 
nishes, brushes and accessories. This represents about 
a five time turn-over. Practically all paint sales are 
made “over the counter” to the home owners and ac- 
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cording to Mr. Jager, senior member of the firm, the 
real essential factor in paint selling is the ability to give 
the customer information and advice as to how best to 
obtain the desired results. 

Tools and builders hardware are also carried on the 
main floor, while at the rear is another display room 
about 30 feet square where the annual sale of refrig- 
erators, electric refrigerators, oil and gas stoves, wash- 
ing machines and electric ironers reach a total volume of 
approximately $75,000. Consistent newspaper adver- 
tising coupled with outside canvassing is responsible for 
sales in this department. 

Following the broad stairway down into the base- 
ment, one comes to the department which is perhaps the 
most interesting to the many women customers of the 
store. This basement salesroom, measuring about 30 
by 70 ft., is surrounded on the four sides with deep 
open shelving while in the center is a battery of two- 
decked display tables. In this department are carried 
glass-ware, fancy-ware, dishes, kitchen-ware of all kinds 
and laundry supplies, the total stock averaging about 
$2,500. A young lady clerk is in charge and her annual 
sales will run about $10,000. One of the unique fea- 
tures here is a wall case at one end of the room con- 
taining a small stock of children’s toys. The idea back 
of this display is that many of the women visiting the 
department are accompanied by small children and the 
toys hold their attention, and incidently keep them out 
of damaging mischief, and afford their mothers better 
opportunity to make their purchases. Also enough toys 
are sold to make the display case a decidely profitable 
fixture. 

The store’s real toy department is located on the 
second floor where around $8,000 worth is sold yearly. 
About half of these sales are represented by the sale 
of electrical and mechanical toys, games and dolls, the 
large share of which are moved during the holiday sea- 
son. The Christmas sales start immediately after 
Thanksgiving and the stock of this class of goods turns 
only about once during the active sales season. The 
other fifty per cent of the toy sales is made up of wheel 
goods, the movement of which is fairly evenly spread 
over the entire year, with the peak coming early in the 
summer. Wheel goods turn about 6 times a year. 


Beating Competitor at His Own 
Game with Mailing List 


LTHOUGH probably not as strong as it has pre- 
viously been, the mail order house is still a big 
competitor of the hardware dealer and one way of beat- 
ing it at its own game is employing similar methods, as 
one progressive dealer did with advantage. 

Publicity or advertising is the basis of the mail order 
business and this hardware dealer used direct mail ad- 
vertising to offset his competitor. He used regular 
newspaper advertising, featuring his goods and special 
sales, always inserting the information that deliveries 
were free of charge and requesting that all orders be 
addressed to the Mail Order Department of his store. 
He directed his appeals especially to prospects in the 
rural districts and their response was most satisfactory. 

His mailing list was kept up to the minute, and when 
circular letters or other printed matter were sent to the 
names on the list, an order form and return envelope 
were enclosed. Personal, prompt service, an advantage 
impossible with the mail order house, was stressed in 
all his advertising, newspaper and direct mail. 
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A glimpse of the extensive paint department. Easily 
accessible to both customers and salesmen, the sales 
run around 25,000 annually 





The sporting goods department receives the attention of 

O. L. Asmus who is actively interested in sports. This 

department has a five time turnover. Below is the 
second floor toy department 
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Price Maintenance 


By Saunders Norvell 


which, I understand, means the trend of the times, 
or the belief of the times. The thoughtful, scien- 
tific Germans have long realized that the zeitgist changes 
from generation to generation. Sometimes it even 
changes in one generation. When one studies history, 
it is interesting to note, through their literature, this 
subtle change in a nation’s thinking. 
. ss 
After every great war, the defeated nation expresses 
its inward emotions in pessimistic, and often deeply 
religious, philosophy. After the Napoleonic Wars, for 
instance, the popular writers in Europe were those who 
wrote about themselves and their times in the most 
somber colors. In Germany, for fifty years after the 
Battle of Waterloo, there were a whole series of phil- 
osophical pessimists, probably the worst of whom was 
Schopenhauer. 


Tt Germans have an expression, “Zeitgist,” 


. “Same 


The basis of Schopenhauer’s philosophy was that the 
most unfortunate thing which could happen to a person 
was to be born and that the best thing which could 
happen was to die. If you wish to be highly entertained, 
just read Schopenhauer’s essay on woman. In his early 
life, he had an unpleasant experience with some lady 
and he never ceased thereafter to express his opinion 
of woman, spiritually, mentally and physically ! 

*x* * * 


He even quarreled with his own mother. She was a 
writer, too. She ordered him out of the house. As he 
descended the stairs at this, their last meeting, he called 
back to her that she would only be known to posterity 
as the mother of himself, and it seems that his prophecy 
turned out to be true! 

Bis ae 

In England in this period there was Byron with his 
tremendous influence upon the minds of his generation 
Macaulay has well said that the contemporaries of Byron 
were influenced just as much by his dark and brooding 
personality as they were by his poetical writings. 

ee 

Then the pages of history are turned and we find 
ourselves in an entirely different era. We are in a time 
of optimism. The world gives itself over to laughter. 
Next, we find ourselves in the age of jazz, the dancing 
No one wishes to be serious. Anyone who talks 
seriously is a bore. All the world wishes of us is to be 
amusing and entertaining. ‘This state of mind is fre- 
quently reflected, even here in New York, in the popu- 
larity of our plays. How many men and women, when 
they come to New York from the West, wish to spend 
their money on a play like “HAMLET?” It does not 
even make any difference if they know that John Barry- 
more, one of our best modern actors, is in the title role. 
“HAMLET” is not cheerful “HAMLET” is not 
amusing. Therefore, our friends get their tickets for 
something that is light and airy—something with pretty 
girls, dancing and snappy music, or they wish to see cer- 
tain plays that are quite shocking, like “THE GREEN 
HAT.” They are willing to be shocked or amused, but 
the generation that enjoyed itself weeping has passed 
away. x * * 


We can not even stand the books that we read as 


age. 


children. Who weeps with David Copperfield at the 
death of Dora, his child wife? Who reads “THE 
LAST DAYS OF POMPEII”? Who reads “IVAN- 
HOE”? Possibly a few school children. The zeitgist 
of the Victorian Era has passed away. We live in 


another world. 
* ok 


What has all this to do with the hardware business ? 
Just that there are cycles of thought in business, exactly 
as there are cycles of thought in literature. Business 
men of one generation believe one thing, while business 
men of another generation believe another. I can re- 
member, for instance, when the poor railroads were 
hunted down all over the country. They were accused of 
every crime. Every budding political orator and legis- 
lator rose up in his place and unloaded the ammunition 
of his oratory upon the devoted heads of the railroads. 
Railroad baiting was a popular pastime. The poor rail- 
roads had a hard time of it. They could not borrow 
money. They could not raise enough cash to develop 
the roads. Railroads in all parts of the country went 
into the hands of receivers. Those were the days when 
it took something of a financier to handle a railroad 


proposition. 
. ee 


Now Dame Fortune has turned her wheel, and what 
a different picture we see—the railroads being encour- 
aged and supported; railroad rates being sustained by 
the Government; railroad bonds and stocks standing 
among the best securities in the land; railroads having 
no trouble whatever to float enormous loans; railroad 
profits, as a rule, satisfactory and railroad service to 
the public better than ever before. Railroad efficiency 
today is one of the phenomena of the age. Any intel- 
ligent man of fifty years has seen this remarkable change. 

ae a 

Now, why are the railroads efficient? The answer is 
simple—the railroads are making money. They can 
afford to pay their employees good salaries. They can 
afford to buy proper equipment. They can pay their 
debts. They can pay interest on their bonds and divi- 
dends on their stocks. In other words, by reason of the 
fact that they are able to make a profit, they have gained 
their own self-respect and in gaining their self-respect, 
they increased their efficiency. Let me lay it down as a 
broad principle that no man who is not earning a rea- 
sonable living can have his own self-respect, and no such 
man is ever efficient. No industry can ever be efficient 
and do its best work unless the conditions surrounding 
that industry place it in a position to make a reasonable 
profit as a reward for its service. These, I think, are 
principles that practically every intelligent business man 
will indorse. *x * * 


Now I approach the main thought of this article: In 
the near future in Washington the question of re-sale 
prices will be discussed. There are several bills author- 
izing re-sale prices that have been proposed. The busi- 
ness world is looking forward with keen interest to the 
debates and the action of Congress on these bills. It is 
commonly recognized today that railroad securities are 
a good investment because their rates are fixed and se- 
cure. It is also believed that public utility securities are 
desirable because their rates are fixed by law. There 
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can not be any cutting of electric light, water, telephone 

or railroad rates. As the cost of living goes down and 

as efficiency on the part of the workers increases, natural- 

ly, the profits of these corporations increase. Their 

costs decrease and their selling prices remain fixed. 
ee 

Therefore, is it not to be hoped that in Washington 
there will be a change of thought in regard to the Sher- 
man Law? Is the Sherman Law such a good thing, 
after all? Does the Sherman Law protect the public? 
In how many industries are prices lower just on account 
of the Sherman Law? The writer of this article is in- 
clined to believe that the public has become more in- 
telligent and better educated on this question of re-sale 
prices. The writer believes that our legislators also will 
approach this subject with broader views than in the 
years past. 

es * 

It is being recognized that unlimited and unmerciful 
competition is a very bad thing for the country. It is 
being learned that the merchant who builds up a good 
name for his product and who asks a reasonable profit 
on this product because of its good name is entitled to 
the reward of his labors. It will be recognized that it is 
a crime, and it is not in the interests of society, when un- 
principled traders can take such a product, cut the price 
and use it as a leader simply to fool the buying public 
and ‘draw customers into their stores. 

ae 

It is a fact that in Europe, retail prices for various 
commodities, as a rule, are very much lower than they 
are in this country. Upon the average, I believe you 
can buy most of the necessary things for living in Lon- 
don, Berlin, Rome or Paris much more cheaply than you 
could in any of our large cities in the United States. 
This is curious when one takes into consideration how 
differently all these various countries look upon this 
question of price control. There is no Sherman Law 
m Europe. Europe, as far as I know, has never con- 
sidered such a thing as the Sherman Law. Europe does 
not believe in free and unlimited competition, but Europe 
does believe in price regulation. 

* * 

Anyone who has studied the organization of the Ger- 
man Kartels has been amazed at the thoroughness with 
which the problems of domestic and foreign “distribution 
are worked out. Not only are prices regulated, but pro- 
duction is regulated. Quality is standardized. Enor- 
mous losses are saved German business by reason of this 
intelligent system of studying the facts and then regulat- 
ing industry to meet the conditions. 

* * * 

We must not forget that here in the United States, the 
tremendous increase in the population and the buying 
capacity of the country have taken care of many of our 
errors in production and distribution, but now, with our 
immigration laws, immigration has been stopped. Our 
Government lands have been taken up and settled. Both 
production and distribution have not only caught up with 
consumption, but we are faced with the cold and alarm- 
ing fact that consumption is not keeping up with produc- 
tion. In many of our industries, if we should run full 
capacity, we could manufacture enough goods in six 
months to last the country a year. 

* %* * 

This of course is largely the result of the over-stimu- 
lation of production during the War and the boom years 
that followed. With a condition such as this existing, 
the like of which has never been experienced in our coun- 
try before, we will require safeguards in the protection 


of profits, which have never been necessary in the years 
that are past. Here also we find we are living in another 
cseitgist. For years, consumption in this country has ex- 
ceeded production. That time has passed away. We are 
now living in an age where production is exceeding con- 
sumption, and this fact is the cause of many of the se- 
rious problems facing our merchants. This over-pro- 
duction in the background i is the father of price-cutting. 
* * x 

In London, I have sat as an observer in a meeting of 
merchants arranging the supply of raw material and the 
price of a certain commodity that was to be sold all over 
the world. It was interesting to note that at this meet- 
ing the British Government had a representative and 
this representative was the chairman of the meeting. In 
other words, the British Government was sitting in with 
these merchants in their deliberations where they fixed 
prices on this product for every part of the world. It 
is hardly necessary to add that England controlled the 
raw material from which the product was made! 

ok * ok 

Such a meeting could not be held in this country except 
behind locked doors, and in such a case, every merchant 
at the meeting who would agree to maintain prices would 
be making himself ‘a ‘criminal and an outlaw! It is my 
opinion that as we become better educated in economic 
principles, laws that bring about such conditions will be 
looked upon as belonging to the Dark Ages. All will 
admit that the jobber and the retailer are entitled to a 
fair and reasonable profit when they distribute goods for 
a manufacturer. -All reasonable men will admit that 
there should be some definite machinery by which such 
a profit can not only be set up but legally maintained 

* i 

Price maintenance today is one of the biggest prob- 
lems before the American business world. It is not only 
a business problem, but it is also a moral problem. Many 
merchants are tired of doing business in fear and trem- 
bling. They do not like to work like malefactors, gazing 
furtively over their shoulders. When they know that a 
thing is against the law, they do not like to become law- 
breakers. 

x *k * 

Of course we all know that the Sherman Law has not 
been taken very seriously. Many people have looked 
upon the Sherman Law just as others look upon the 
Eighteenth Amendment. Isn’t it about time in this coun- 
try, when everybody knows these facts; when every leg- 
islator knows them, that we should have the courage to 
express our views? Aren't we all tired of being business 
hypocrites? Isn’t it better to have some method of es- 
tablishing re-sale prices legally and openly, following a 
fair and reasonable law, than to continue under present 
conditions without re-sale prices when all of us—mer- 
chants, Congressmen and Senators as well—know that 
it the Sherman Law were rigidly lived up to, in practice 
end spirit, there would hardly be a staple line of goods 
in the United States which would not crash for lack of 
some system and understanding in regard to the making 
of prices? Ina time of over-production, prices can only 
be maintained on a living basis by some kind of under- 
standing. The question is, shall this understanding be 
legal or illegal? 

os 20 

Let me repeat, the business men of this country are 
tired of being forced into the position of law-breakers. 
Thev do not wish to be hypocrites. Isn’t it about time 
that our law-makers recognized this condition and en- 
acted reasonable laws that will be respected and ob- 
served ? 
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Chapter V—Single-Stroke Roman 


By Joseph Bertram Jowitt 


HE method of outlining and filling-in each letter 

of roman alphabet having been fully covered in 
former chapters, the reader’s attention is now 
directed to the quicker and more practical way—that of 
construction by the single, solid-stroke method, meaning 
that each element or part of a letter being the exact 
width of the brush selected. For instance, a No. 12 
brush, after being dipped in the ink and worked out 
flat on a piece of card, will make a solid stroke one-half 
inch in width; and in order to produce a wider stroke 
than one-half inch a larger size brush should be selected. 
The “shaping” of the brush has a great deal to do with 
the success of the beginner; he must learn to shape it 
so it will make light or heavy strokes. You can do little 


or no lettering with a brush dripping with ink; the 
color must be worked into the heel of the brush and the 
The first and third 
A” are thin 


hairs brought to a chisel edge. 
strokes used in making the capital letter 


‘e 





a 














Modern Show Card Roman~ 1st-Lesson. 


strokes, so naturally the brush must be shaped so they 
will be uniform. 

In making the capital letter “B” strokes two and three 
are loop strokes; these are made by shaping the brush 
to a fine, flat chisel edge, starting at the top gradually 
but very lightly bearing on the brush until the center 
part of the loop has been reached (the arrow with the x 
at the tail denotes center), then release all pressure, fin- 
ishing stroke as at top. 

The reader should remember that the numbers shown 
with the arrows are the basic strokes only; all letters 
require a few finishing strokes, which are made with the 
end of brush, such as “spurs” or “nibs” (shown at the 
bottom of capital letter “A”). Only two basic strokes 
are required to construct the capital letter “D.” The 
second or loop stroke is made in the same manner as in 
the letter “B.” The exercise, or free-hand, practice 
strokes shown are very important and the beginner 
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should concentrate on these before attempting to copy 
the capital or lower-case letters. (Remember it is easier 
to make a large size brush do thin strokes by shaping 
it down than it is to make a small size brush do wider 
strokes than it was intended to, by spreading it out.) 
The card featuring radio outfits and supplies gives a 
good idea of lay-out and spacing; there is plenty of 
margin and space in between words; the line drawn 
through the center helps to divide the words. For in- 
stance, there are seven letters in the word “outfits” and 
the center letter 
“I,” is directly 
on the center line 
but the word 
“supplies” can- 
not be divided 
the same way on 
account of the 
lower-case letter 
“1” and “1” occu- 
pying much less 
space. 

When practic- 
ing the lower- 
case letters re- 
member that they 
are divided in 
three groups. 
The letter “a” 
defines the width 
of the main body 


ERIE Fae Se ea 








PD ae ger eMC Ty At 





guide lines 
(which — should 
be three - quar- 
ters the height 
of the capital 
letters). Group 


1 embraces the 
following letters: a, c, e, m, n, 0, r, s, u, v, w, x. Group 
2, those which extend above the body line: b, d, f, h, i, 
k, 1, t. Group 3, those extending below: b, g, i, p, q, y,z. 

The lower-case or small letters were not introduced 
until some centuries later than the capitals and were 
brought to their present standard formation by the 
Italians about the fifteenth century. And one of the 


reasons it is the easiest to read is on account of its open 
spacing, it being the popular type for newspapers, maga- 
zines and books. 

In copying these roman letters the beginner will ob- 
serve that they are composed of thick and thin lines or 
strokes. 


The thick strokes should be of equal width 


nis LAIWET Case 











and likewise the 
thin _ strokes. 
All strokes 
which _ start 
downward and 
to the left are 
thin and _ those 
to the right 
should be heavy. 

Those who do 
not know the 
difference __ be- 
tween the roman 
and the gothic 
letters verv often 
make the mis- 
take of mixing 
the two in writ- 
ing one word 
(like that shown 
at bottom of 
plate) without 
actually knowing 
the difference. 
Each _ individual 
part or stroke 
composing 
a gothic letter is of equal width all way round, while the 
roman, as previously stated, is composed of thick and 
thin strokes. 

Very often the hardware merchandiser requires a neat 
white paper sign, a transparent strip to be pasted on the 
outside of the show window introducing some special 
feature. The proper way to make these strips is to pro- 
cure a roll of transparent rice or imitation thin parch- 
ment paper; this comes in rolls 36, 42 and 60 in. wide, 
and may be purchased at any painters’ supply store. 
Cut it into the sizes wanted and lay out the lettetring in 
white chalk. Do not attempt to do the lettering in 
water colors, as the glue or binder mixed with all water 
colors will wrinkle the paper so it will be unfit for use. 
Use coach or any colors ground in japan. Coach colors 
will not wrinkle the paper and will dry, ready for use 
in one-half hour. Paper signs done in this manner 
may be exposed to the weather without injury. 

An illustrated card makes it doubly attractive and 
adds greatly to its selling value. The advertising pages 
of Harpware AGE offer many valuable suggestions for 
up-to-date show card data. The pictures on the cards 
illustrated herewith were taken from the pages of Harp- 

(Continued on page 64) 
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Hiking Up the Sale Unit 


By Frank Farrington 


dropped in to buy something of little or no 
consequence is what puts the profit in the cash 
register drawer. 

I wanted a ten-cent box of golf tees and I didn’t 
really have any time to spare, but when was a golf player 
ever unwilling to pause for just a moment when some- 
thing of real interest to him was brought to his attention ? 

As he handed me the tees and took my dime the sales- 
man said, “You play that Watauga course a good deal 
and probably you lose some balls on that worst water 
hazard. We've just got in a new lot of floaters, good 
balls, and we can sell you what you want of them at a 
very reasonable price. How about a few to use on that 
seventh hole?” 

There was a young man who knew something about 
golf and who knew enough about my interests to believe 
that | am interested in keeping down the cost of the 
game. He wanted to get me more interested in patron- 
izing his store, since I am not one of its frequent custom- 
ers. It was a service he was offering more than 
merchandise, and I took advantage of it, and I shall 
again. He made a ten-cent sale into one of several 
dollars and he got a half-hitch on my patronage. I can 
see that he is going to sell me a new golf bag soon. 

With the men’s wear stores making so strong a bid 
for the business on sports clothes, most sporting goods 
stores and departments find the sale of golf hose 
rather slow and unimportant in volume. I think one 
sporting goods man of my acquaintance is going to make 
this line move, however. He has his golf hose well dis- 
played, but that isn’t the thing I have in mind. No mat- 
ter what I’m buying or looking at, I am reminded of the 
hosiery line. 

“We have some special values in odd golf hose today,” 
says the salesman, perhaps, or, “You might be interested 
in looking over our new dollar-seventy-five golf hose if 
you have a minute to spare,” or, “Do you get satisfactory 
wear out of your golf hose?” And very likely I am 
handed a card along with my purchase, whatever it may 
be, a card that has the simple little message: “Fine all 
wool golf hose at $2.50, very handsome patterns. Take 
a moment to look at them.” 

I can’t get into and out of that store without thinking 
about golf hose. and very likely without actually looking 
at them. As a result I can see customers adding hosiery 
to their other purchases right along, hiking up the amount 
of their purchase by some amount between $1.50 and $10. 

Take the matter of hunting equipment. I go into Bill 
Saunders’ store to get a box of shells. Bill helps me to 
select the shells I want and after I make my purchase, 
he picks a hunting coat off from a hook and spreads it 
on the counter, suggesting, “Look that coat over. It’s 
about the best hunting coat I ever saw.” He goes on to 
wrap up the box of shells [ bought and to make change 
for me, and all the time he is calling attention to the 
points about that coat, and of course I am looking at 
them. If he waited until he was handing me my shells 
and the deal was completed, and then suggested, “I'd 
like to show you a good hunting coat,” I would, nine 
times in ten say, “Another time, Bill. I’m in a hurry 
now. 


M ‘cxcrre a sale worthwhile to the customer who 


He gets me interested without, apparently, wasting 
any of my time, and once interested, I linger by my own 
inclination. [ may or I may not need a new hunting 
coat, but anyway I get sold on the value of that one, and 
when I get to visiting with Bill about hunting equipment 
there is a pretty good chance that I shall come away with 
something more than a box of shells. I can think back 
now and recall purchasing at various times a shotgun 
cleaning outfit, a sportsman’s knife and a shotgun case 
just because Bill is an artist at hiking up the sale. The 
shotgun cleaning outfit I bought when | was expecting 
to get just a bottle of oil. ‘‘Why don’t you get a real 
cleaning outfit that will make sure your barrels won't 
rust or pit?” asked Bill, and I fell for the suggestion. 

I have bought at various times odd items in sporting 
goods stores just because the salesman was clever enough 
to find out that I was away from home and to suggest 
the possibility of taking home with me some certain 
article as a gift to some friend. 

A sporting goods dealer in Dayton, Ohio, sold me a 
nice pocket compass by saying casually, “That would 
make a nice present to take to some boy scout or to some 
sportsman.” I hadn’t thought of buying anyone a pres- 
ent. It was not near the holiday season. But that sug- 
gestion took root and I made the purchase, hiking up 
the dealer’s scale $1.50. I recall buying a pedometer 
in much the same way from a salesman who asked me 
if I didn’t know someone who was a great walker who 
would appreciate one. At another time I took home a 
.22 rifle to a young friend of mine who is a good kid but 
hasn’t any money to spend for such things. The sales- 
man had interested me in the rifle by putting it in my 
hands as I waited, inquiring, “Wouldn’t any boy think he 
was just made if he had a gun like that? I’m going to 
give one to a young neighbor of mine.” That set me 
thinking. 

There was a salesman in one store who always had in 
his pocket a sportsman’s knife. It had just one blade and 
it had a safety catch to hold it open or shut and it opened 
with a spring. At every opportunity that knife would 
come out and he would open and shut it, use it for 
some insignificant purpose, and usually get a rise out of 
the person who saw it. If he wasn’t asked for it, he 
would pass it over, saying, “Ever have one like that?” 

It was practically certain that everyone not familiar 
with that particular type of knife would get hold of it 
and experiment with it—and many bought it, or one 
like it. In much the same way another salesman of 
my acquaintance pulls out of his pocket one of these 
anti-rust ropes, to be soaked with oil and pulled into a 
gun barrel and left during the closed season. He plays 
with this rope and the fellow he talks with gets interested 
and asks about it and the first thing he knows, he has 
bought one! 

The mail order catalogs hike up their sales just by 
their ability to suggest a score of other items to the man 
who looks up one thing. No matter what he is buying, 
there before him are suggestions of other allied items 
with their advantages and prices, and he usually adds 
something, if only to make the order worth sending. 
Display and show cards in the store operate in somewhat 
the same way, but it takes salesmanship to get it over, 











even as well as the catalog does it. The customer in 
the store often states a want and the salesman goes and 
gets the article and the customer is never exposed to the 
temptation to buy other allied articles. That is why it 
helps to hike up the sale unit to take the cusomer along 
to where the goods are located and have him make a selec- 
tion, even though it was clear enough in advance what 
he wanted. 

A boy wants a muskrat trap. One salesman goes and 
gets it and takes the kid’s quarter and the deal is closed. 
Another salesman takes the kid along and shows him the 
traps, perhaps induces him to buy three for a little lower 
rate, suggests a fur stretcher or two, some bait, exhibits 
a good skinning knife. He gets more money and the 
kid leaves with a determination to come back, as soon 
as he gets more money, and buy something else. F'urther- 
more the latter boy is better pleased than the first boy. 
He has been recognized as a trapper as well as merely 
as a customer. 

A woman comes in to buy a pair of skates for Bobby's 
Christmas. One way is just to sell her a pair of skates, 
and the salesman probably thinks, “What can she know 
about boys’ skating games anyway?” The better way is 
that of the salesman who suggests, “A pair of these sole 
leather skate guards to protect the runners would please 
the boy. Boys are keen about such little accessories, and 
here is a skate sharpener for seventy-five cents that any 
boy can use.” Or maybe he suggests that the boy will 
get more use and fun out of his skates if he gets a 
hockey stick and a hockey puck right along with them. 
Then the gift will really mean something. It is the 
addition of such things that go far toward making the 
gifts give real pleasure, as well as helping the store 
profits. 

Boys highly appreciate having a present complete, 
having it cover all the needs of a certain sort. Give a 
boy an air rifle and he is pleased, but give him an air rifle, 
a supply of ammunition, a target, a polishing cloth, a car- 
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rying strap, and the extras increase his appreciation of 
the gift a good deal more than they add to the cost. The 
salesman in hiking up his sale unit, hikes up the pur- 
chaser’s satisfaction still more. 

A hand camera makes a nice present, but a hand 
camera with a leather carrying case, a developing and 
printing outfit, extra rolls of film, and an album for 
prints, to say nothing of other equipment, makes a 
present that brings down the house. It gets more atten- 
tion—and pays more profit. 

It is natural for a salesman to be pretty well satisfied 
when he makes a sale of some important item, particu- 
larly if it is the best thing of its kind, as half a dozen of 
the highest priced golf balls, or the best shotgun in the 
store. He metaphorically pats himself on the back for 
the excellent sale and lets it go at that. He passes up the 
opportunity to sell the customer further equipment, 
though he would work hard to make further sales if the 
first one were insignificant in amount. 

It is often the case that the customer making an im- 
portant purchase ‘is a better prospect for further items 
than the customer who has bought small. 

The time to add to a man’s purchases is when he is in 
a buying mood, and it may well be that the customer 
buying the $75 gun is better able to go on buying than 
he who- buys the $25 gun. 

It is the added sale that increases the profit. The 
store expenses are levied upon the initial sale. The secon- 
dary sales are made without adding materially to the 
cost of doing business—increasing the net, which is the 
important thing. The store can get along, perhaps, if 
these secondary or companion sales are not made. It 
may be that the business will pay without them, but how 
much better it will pay with them! Additional sales help 
to keep the selling force busy a larger proportion of the 
time and the nearer the time is all occupied, the more re- 
turn for the salaries investment. 


Roman Cooking Stove 


HE Pompeian kitchen had regularly a hearth of 
masonry, on which the cooking was done. However, 
the stove shown in the upper part of the illustration is 
evidence that small, 
portable hearths or 
open stoves were 
also in use for the 
same purpose. The 
fuel used was char- 
coal. In the stove 
shown here there is 
an iron frame sup- 
porting a hearth of 
cement. Four mov- 
able cross - bars, 
shown here, were 
used for broiling. 
At one end there 
are two round 
frames to hold 
cooking vessels. 
The lower pic- 
ture shows a water- 
heater and brazier. 
This has the form 
of a square, battle- 
mented fortress, with a tower at each corner. Each 
tower is covered by a hinged lid, on raising which water 





could be poured into the hollow frame. There is a faucet 
on one side for drawing off the heated water. There 
are four swinging handles, two on each of two opposite 
sides. The fire-pan is of iron. 


Hardware Age Story Gives “Dunc” Big 
Day’s Business 


RECENT issue of HArpWArE AGE carried a story 

of “Dune’s Scrap Book,” a most unique and effec- 
tive catalog of merchandise carried by C. S. Duncan, of 
Kenesaw, Neb. That it was read with interest by our 
subscribers is shown by the following letter received this 
week. It reads in part: 

“You might be interested in knowing that Mr. Duncan 
has been flooded with letters from all over the country, 
as a result of the article in your magazine. A wholly un- 
expected result of its appearance was the fact that he 
happened to show his copy of the magazine to one of his: 
customers, and as the word got around town, customer 
after customer came in to take a look at it, and was sold 
something before he left the store. The day after he got 
his copy of Harpware AcE was one of the best days of 
the year. The Kenesaw Progress, weekly paper in which 
Mr. Duncan advertises, published the entire article om 
their front page. Such is fame. Sincerely, 

“Sanps F. WoopsripGE.” 
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By Floyd W. Parsons 


Some Essentials of Business Success 


NDUSTRY is cursed with executive loafers draw- 

ing large salaries. The fellow who comes to his 

office early and stays late has become a_ business 
novelty. Work has become a painful necessity instead 
of a sacred duty. ‘Cor- 


more than routine attention from tiie men occupying the 
positions of authority. A lot of foolish executives be- 
lieve this condition will continue, and have kidded them- 
selves into accepting the idea that success is due to the 

exercise of their own 





poration officials once 
died in their office 
chairs—now the pop- 
ular place for cashing 
in is the golf course 
or the verandah of a 
resort hotel. 

Labor - saving de- 
vices have revolution- 
ized not only our 
methods but our 
ideas. The greater 
part of the time re- 
leased by improved 
machines is being de- 
voted to pleasure in- 
stead of being utilized 
to take care of addi- 
tional work. About 
the only person who 





genius. As a result 
of this condition, hu- 
man effort has been 
reduced as fast as 
mechanical effort has 
been increased. This 
spirit has extended on 
down from the big 
bosses to the members 
of skilled trades and 
as a result we must 
now spend $50,000 to 
build a $20,000 house. 

Before long there 
will be a show-down 
and it will be dis- 
closed to modern busi- 
ness executives that 
instead of being 
easier, the task set for 








does any real labor is 
the private secretary 
of the boss. If the secretaries had a union and went 
on strike, lot of businesses would go to pot in short 
order. The time of many managers today is devoted 
almost entirely to attended endless conventions, confer- 
ences, luncheons and dinners. 

Noon-hour lunch clubs are now numbered in the thou- 
sands, and this means hundreds of thousands of man- 
hours given over to listening to many speeches that 
represent a complete waste of time. Also many bosses 
appropriate far more hours to trudging over the links 
of five thousand American golf clubs than are necessi- 
tated for the requirements of health. The short summer 
vacation that was once the vogue is no longer considered 
sufficient. Months of absence from the office are now 
as common as weeks were a generation ago. 

Take a walk through any large office and inquire for 
the whereabouts of the different heads of departments. 
It is a two-to-one bet that the sales manager, the pur- 
chasing agent or the fellow who handles the advertising 
is away at some trade or association meeting. It is also 
conservative to say that while frank exchanges of opin- 
ion today are necessary in industry, we have carried the 
conference idea to such an extreme that hardly one man 
in three returns from these pow-wows with value re- 
ceived for money and time expended. 

Profits have come so easily in recent times that many 
businesses have gone on making profits through accum- 
ulated momentum without having received anything 


them today is far 
more difficult than in 
the past. Years ago it was only necessary to keep sales 
stimulated and watch costs in order to insure continued 
success. Now a change in thought or custom on the 
part of a fickle public may darken the whole outlook 
for the best organized corporation in less than a week’s 
time. An upset in one industry spreads rapidly to a 
dozen other lines of business. 

The wide use of the automobile has been largely re- 
sponsible for a material drop in the consumption of 
men’s shoes. The vogue of short skirts has helped to 
balance this loss by increasing the footwear purchases 
of the ladies. The growth of the big baking companies 
has almost put an end to the making of bread in the 
home and has changed the entire market outlook for 
the milling companies that produce and sell flour. In- 
stead of millions of householders, a few score agents 
now purchase more than half of the flour produced in 
the United States. 

A short time ago chief emphasis was ,placed on thrift 
and economy. Today the note sounded loudest by the 
advertiser has to do with comfort, convenience and the 
gratification of human desires. The old arguments con- 
cerning the advantages of low first costs have been rele- 
gated to the rear by the present plethora of money. Each 
passing day is now likely to disclose some new change 
that is needed in the selling appeal of a product, and all 
of this indicates that disaster lies ahead for managements 
that insist on traveling a beaten road. (C’t’'d on page 61) 
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Hamp Williams Advocates Buyer 
for Retail Stores 


Hot Springs, Ark., Sept. 9, 1927. 
Editor HARpwareE Ace, New York, N. Y. 


Since we have so many chain stores and mail-order. 


houses, the jobbers are complaining of the small orders 
they are receiving from the retailers. 

The retailers complain that the jobbers are not selling 
them goods at prices so 


some kind of group buying by retail hardware merchants. 

Now, here is an idea that may enable us to hold our 
jobs and lose our business which we have been so long 
building up. If chain stores, mail-order houses and job- 
bers can employ men to buy their goods, why can’t one 
hundred of us retail merchants go in together, each pay- 
ing his pro rata part and 
hire men to buy for us? 





they can meet mail-order 
house and chain storecom- _—/ 
petition. 

The fact of the business 
is the jobbers will not say 
that they can or will sell us 
so we can meet their 
prices. They would only 
have to sell a few leading 
items possibly near their 
cost to enable us to meet 
prices and stay in business. 

I have often said I 
wanted to see a jobbers’ 
salesman come into my 
store with a mail-order 
catalog under one arm and 
his own under the other, 
throw them down on the 
counter and say: “Pick 
out what you want, take 
the prices from the mail- 
order catalog, and we will 
sell every item so you can 
meet their prices and make 
a legitimate profit.” In 
fact, I have suggested to ~ 
some of the jobbers that 
they do that, but they 
wouldn’t agree to it; but I will tell you what some of 
them are doing, and more of them will follow: They, 
themselves, are going into the chain store business. They 
are not going out of business because we don’t buy 
their goods; some are in a good position to open chain 
stores—they have the money and buying organizations. 

Now, this move on the part of some jobbers will cer- 
tainly force retailers to adopt some method of meeting 
this additional chain store competition. Some months 
back I suggested through Harpware Ace that our 
National Hardware Association take over the retail 
hardware stores and make chain stores out of them; but I 
learned later that if they did this most of us owners and 
proprietors, together with our clerks, would lose our 
jobs and men would be placed in charge who are up-to- 
date managers and sure-enough salesmen, and we owners 
would only receive our dividends at the end of the year, 
like other stockholders. So we decided not to do that, 
yet it would have been better, no doubt, for some of us 
if that had been done. 

We will continue however to buy from the whole- 
salers until they go into the chain store business, or 
until we retailers all go broke waiting for them to come 
to our relief, which they can do; or until such time as 
we can buy our goods from manufacturers direct, which 
I agree will be almost impossible unless it is through 


ware trade. 


with the industry. 


he has to say. 








Editor’s Note: 


PART of the function of HarpwareE AGE 
- is to act as a clearing house for the hard- 
Its pages are always accessible 
to any one in the hardware industry who cares 
to present his ideas on any problem connected 


It is our belief that open discussion is the 
safest and sanest, as well as the surest way 
to the solution of trade problems. 

Hamp Williams has some very decided views 
in regard to our present system of distribution. 
In this letter to HARDwarRE AGg he states those 
views clearly and frankly. 
with him or not you will be interested in what 


Also these columns are at your disposal for 
your views on the subject, or any other legiti- 
mate trade subject, be you retailer, jobber, 
manufacturer or salesman. 


Noe” 


\. Say we pay them a mini- 
mum of $10 per month 
each, and that we buy 
only $1,000 of merchan- 
dise per month, that would 
be only 1 per cent on our 
purchases. If we bought 
$2,000, it would be only 
one-half of 1 per cent. I 
could save that much on 
nails. The more we buy 
the lower the percentage 
on purchases we would 
pay; and as our member- 
ship increases our buying 
power would increase, and 
cost decrease in propor- 
tion. 

If you will think about 
it there are a great many 
items in the hardware 
stores that are the same 
all over the country. We 
would not be bound or re- 
quested to buy all our 
f goods through this pur- 
chasing agent, which we 
will call him in the absence 
of a better name. The country would probably have to 
be zoned later, for convenience of shipping and distribu- 
tion generally, enabling one zone to get such items as 
aluminum ware and similar lines by the car load and 
distribute them from some central location in that par- 
ticular district. The details of course would have to be 
worked out. If the present distributors will not pro- 
tect us, then we must protect ourselves. Really, I 
don’t think there is a great difference in our retail 
prices and those of the mail order houses and chain 
stores; but the trouble is that we are not making any 
money after we have met their prices, particularly when 
we sell on credit and deliver the goods. We can meet 
the prices all right, but we can’t make enough profit to 
justify us in staying in business. Of course with me I 
don’t care whether I make any money or not; I am 
living in one of the Nation’s greatest health and pleasure 
resorts, and I am having a good time any way, go when 
I please, come when I please. 

If the retailers should employ buyers to represent 
them, it would not be like opening up a cooperative store. 
We would only obligate ourselves one year at a time, 
and when the year was up we could quit. It would be 
up to our buyer to make it profitable and interesting to 
us. It would be his purpose to keep us posted on the 

(Continued on page 71) 


Whether you agree 























Most of the equipment for these 
busy harvest days comes from some 
hardware store. Read this article 
and see the evidence that the har- 
vest season with its closely allied 
season of preparation for colder 
rural 


weather furnishes 


hardware dealer with exceptional 


every 


terminating his 
with 


opportunities for 


fourth season of the year 


substantial profits. 





fails to bring sales to the hardware store. 
And this is good for the fall harvest season. 

Equipment is equipment whether it is in your store or 
out on the farm, but the only time this equipment is 
going to bring you a profit is after it leaves your store 
for the farm. 

So I am strongly impressed with telling and showing 
the farmer what you have for his own use. 

Being busy hardware men, it is the simplest thing in 
the world to let one of these farmer seasons pass by 
without stressing the essential things which you can sell 
to him. 

If you don’t stop for a moment to think of them at 
the proper time and don’t bring them out into the light 
of a merchandising day, your sales for that particular 
season are quite apt to amount only to those items that 
are asked for. 

In other words, it seems so very much better to show 
them and tell them. 

And harvest embraces such a lot of different hardware 
items. 

There are all the different grain crops and there is also 
the potato and apple harvest. 

Have you thought of all the equipment needed for the 
grain harvesting, in order to make your additional sales 
of everything involved—oil for the engines and ma- 
chinery, belting, laces, hoops and belt dressing, grain 
forks, all of the larger sizes of measures? 

Have you thought to keep a bale of binder twine in 
prominent display at all times? 


’T iis t is no season of the farmer’s year which 
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What Does 
the Harvest 


Season 
Mean to 


You? 


Have you brought out your corn knives, ensilage 
baskets and power grinders to sharpen the knives of 
ensilage cutters? 

How is your stock of ladders and baskets for apple 
picking ? 

Have you planned for the local demand for potato 
hooks and baskets ? 

Take yourself, for instance. 

Suppose you’re in the market for a pleasure car. 

Would you be more apt to make your purchase from 
some dealer who never makes a point of display or 
demonstration or from that other progressive chap who 
wheels his bright and shining bus around to your door 
some balmy evening, hops out and says: 

“Bring out the Missus and let’s take a little spin.” 

Perhaps his job is easier, for all he has to think or talk 
about is cars, against all the numerous items of equip- 
ment that are essential for each one of the four farmer 
seasons. 

But if your business is mainly with farmers and you 
are located in a rural community, it is by no means dif- 
ficult to learn of the hardware items that are used during 
harvesting season, including all of the local crops har- 
vested, and to prepare for this harvest season and to 
sell the merchandise. 


Your local newspapers tell the story. Farmers like 


prices, too, so mention them in your advertising. 

Your store windows show the goods to every farmer 
who passes. 
hidden away from sight. 


You won't sell much belting if you keep it 
(Continued on page 66) 



































County Fair 


A splendid opportunity 

for display and demon- 

stration on the part of 
the rural dealer 


HE season is now present for the annual schedule 

of the County and Agricultural Fairs and with this 

season comes a real opportunity for all small town 
hardware dealers. 

This occasion is an important one, since it is generally 
conceded that the bulk of the business done by small 
town dealers comes from farmer customers and soon 
many thousands of these rural customers will be gather- 
ing at their respective County Fairs—to see everything. 

Just as the children must have their popcorn, taffy, 
novelties and toys, look forward to their ride on the 
merry-go-round or ferris wheel, so do their farmer 
parents enjoy looking over the farm stock and produce 
that has been brought in from the countryside for 
premium exhibits and they will feel free to spend plenty 
of leisure time in visiting the displays and demonstrations 
sponsored by the local dealers. 

The farmer is a peculiarly busy individual and unless 
his interest has been aroused on account of a positive 
need for some particular implement or device, it is fre- 
quently rather difficult for the merchant to secure his 
permission to stage a demonstration out on the farm 
during the growing or harvesting seasons. 

But now it is quite different. 

He has come to the County Fair—to see things. 

His time is his own. Farm work and chores have been 
left temporarily in other hands and he is the cheerful, 
friendly chap that the average American farmer is pic- 
tured to be. 

Figuring on four seasons of the farm year, each one 
of them brings sales possibilities and inasmuch as there 
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The County Fair offers the dealer 
an exceptional opportunity for 
displaying and demonstrating all 
kinds of agricultural implements 
and devices. More than on any 
other occasion the farmer has both 
time and inclination to investigate 
these things 


Here the farmer brings in_ his 
produce for display and possible 
premiums and a little interest in 
these products on the part of the 
dealer does not go amiss. 










is but one season for the County Fairs, namely in the fall 
after harvesting season is over, implements and devices 
for all of these seasons will be sure to win attention. 

We may list these four seasons as follows: 

(1) Planting. 

(2) Growing and Cultivating. 

(3) Harvest. ‘ 

(4) Winter. 

It really isn’t difficult to see the common sense back- 
ground behind the policy of County Fair demonstration 
and display, as far as future farmer sales is concerned. 

In each of these aforementioned seasons every farmer 
must use certain tools and devices on his ‘farm. Without 
them he cannot do his regular seasonal work and without 
work he could not thrive. 

A very fair number of these tools and implements are 
sold in every rural community each year. 

The County Fairs just cry aloud for an opportunity to 
show these very things to the farmers when they are in 
a mood to spend time in looking them over and learning 
of their merits. 

Frankly, it is an unusual dealer who carries away 
with him at the end of the Fair any appreciable number 
of actual sales or even future orders. Those whose suc- 
cess with this display policy warrants their following it 
each fall will tell you that they are amply repaid in a 
practical way for the chance afforded to sow the seed for 
future sales. 

Here’s an instance. Figure it out for yourself. 

For the moment, just place yourself in the position of 

(Continued on page 65) 











Four 
Stock Turns 
a Year 
in 
Household 
Goods 


Stock arranged for self service and plainly price 
marked helps Richmond Hardware Co., of Richmond, 
Cal., maintain profitable department. 


policy of the Richmond Hardware Co., Richmond, 

Cal. This is especially true in regard to its house- 
hold goods department. In this department it carries 
about $2,000 worth of merchandise, which, on an aver- 
age, it turns four times a year. 

There are five contributory reasons why this firm en- 
joys a good business in houseliold goods. These are 
aside from the fact that there are a good many house- 
holders in Richmond which makes it a good market for 
The five contributory reasons may 


GS policy of th is the keynote of the merchandising 


this class of goods. 
be enumerated as follows: 

1. A complete line is carried at all times. 2. The stock 
is displayed to advantage both in the store window and 
on the floor, and these displays—both interior and win- 
dow—are changed frequently. 3. The firm uses the sys- 
tem of self-service, that is, everything is arranged and 
displayed so that a customer may serve himself conve- 
4, Everything of a kind is kept together, all 


y 


Everything of a Kind 
Grouped Together 


The photographs appearing 
here give a good idea of the 
arrangement of the house- 
hold goods department of 
the Richmond Hardware 
Co., which enjoys a turn- 
over of this stock four 
times annually. All of the 
stock is visible and easily 
accessible as well as plain- 
ly price marked. Every- 
thing of a kind is grouped 
together 


niently. 





om 


caO5z 








Cry 





of the stock is classified and easy to keep track of. 5. 
Every individual article of merchandise is price marked, 
and the prices are made as attractive to customers as 
possible. 

In regard to the first point there is not a great deal 
that need be said. A complete stock well displayed and 
well advertised is a big drawing card, and an advertise- 
ment in itself. R. Johnson, manager of the company, is 
a staunch believer in display. A glance at the accom- 
panying pictures used to illustrate this article gives a fair 
idea as to the amount of floor and shelf space given to 
this department of the company’s business. According 
to Mr. Johnson, display is nearly 60 per cent of mer- 
chandising success under modern conditions. An idea 
may also be gained from the illustrations as to the 
method employed by this firm in handling its system of 
This also may be seen in the accompanying illustrations. 
household goods. All of the stock is visible and easy 
to reach. [Everything of a kind is grouped together. 
This also may be seen in the accompanying illustrations. 
























Kempe Proves 


Value of 
Stock Control 


HE ideal hardware stock is, patently, one which 
contains all of the many items that are sold regu- 
larly and excludes any items that do not sell at a 
rate to be profitable. The problem confronting the mer- 
chant is in the anticipating of his customers’ wants as 
exactly as possible, and this knowledge can be gained 
only through actual experience. The trouble with most 
dealers is that they keep no record of the individual items 
they sell and consequently have no means of knowing 
accurately when and what is really happening. 

Possibly most of us know too much about our business 
to believe that we can learn more—at any rate it has re- 
mained for W. A. Kempe, formerly a Y. M. C. A. sec- 
retary, who entered the hardware business four years 
ago at Red Wing, Minn., with absolutely no merchandis- 
ing knowledge to evolve a workable stock control record. 
The fact that Mr. Kempe purchased an existing store 
that was carrying too large a stock to make a reasonable 
turnover and profit was undoubtedly an incentive for 
him to investigate thoroughly and endeavor to correct 
the evils that he found. He wisely concluded that in 
order to avoid the same failure as his predecessor he 
must either reduce his stock investment or materially in- 
crease his sales, or both. 

In May, 1924, he started the practice of entering upon 
a 4 by 6-inch file card a record of every item purchased 
—each card serving for from 6 to 40 items, there being 
somewhat less than 2000 cards now in his file. During 
the three years these records have been kept, Mr. Kempe 
has reduced his stock investment approximately 20 per 
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W. A. Kempe is making a financial success where previous owner 
lost money. Finds hardware stock control records valuable 








In his paint record, Mr. Kempe keeps only the 
date and the quantity purchased having found 
that this information would guide his purchases 
and give him a maximum rate of turn-over 


Mr. Kempe’s record of his plier purchases tells 
him exactly which numbers are the best sellers, 
how often he turns his stock and which source of 
supply gives him the best price. A glance at his 
record, for example tells him that the plier 
designated by number G26 sells 7 times as fast 
as G210 and he can govern his purchases ac- 
cordingly 


cent in spite of the adding of many new lines in that 
time. 

The cards are “home-made”; merely standard file 
cards ruled into suitably sized columns. The work of 
keeping up the record, according to Mr. Kempe, is prac- 
tically nil—he stands in front of the file when giving a 
salesman an order and as the salesman enters the item 
on his order sheet, Mr. Kempe withdraws the proper 
card and records the date, the number of units bought, 
an initial designating the firm from which the merchan- 
dise is purchased and the unit price. 

The longer such a record is kept up the more valuable 
it becomes, it shows which sizes or styles are moving and 
which are not, it gives a check on prices and tells the 
source of supply. In the case of articles that do not 
move they can be eliminated from future orders and also 
can be pushed by special sales efforts. On the other 
hand, any items that do sell well will show it by the fre- 
quency of the re-orders and it is possible to perhaps gain 
some price advantage by ordering in slightly larger quan- 
tities, taking case lots instead of broken packages. The 
record likewise gives definite information as to the length 
of the selling season of various commodities. 

The very fact that Mr. Kempe is making a financial 
success of a store where the previous owner lost money 
is testimonial as to the efficiency of his stock control 
records. It is no secret that the success of the chain 
stores lies largely in the concentration of their efforts on 
merchandise that gives a profitable turnover, and that is 
exactly what Mr. Kempe has accomplished. 
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department, during a four months’ period, the Sun- 
set Hardware Co., Berkeley, Cal., materially in- 
creased the demand for stoves and ranges and also for 


B: conducting a cooking school in its stove and range 


general housefurnishing goods. Besides the cooking 
school, the Sunset Hardware Co. advertises extensively 
in the local newspapers, and gives demonstrations to 
prospective customers either in the store display room 
or at the residence of the prospective buyer. 

3y having special arrangements with the manufactur- 
ers whose stoves it distributes, the Berkeley firm has 
been able to keep its stock down to a minimum. The 
stoves and ranges in stock are used mainly for display 
and demonstration purposes, except in rare instances 
when they are sold from stock on special request. Usually 
the stove or range delivered to the customer is picked 


Sunset Hardware 
Co., Berkeley, Cal., 
able to turn. stock 
four times a year. 
Cooking school helps 
to familiarize many 
new customers with 
the store. 


up at the manufacturer’s warehouse and delivered to the 
customer, Operating on this basis enables the hardware 
firm to keep its stock down to the minimum, and to keep 
its capital working for the development of fresh busi- 
ness. On this basis, however, the Sunset Hardware Co. 
is able to get what is equivalent to a stock turn of four 
times a year. 

The cooking school referred to was conducted by a 
woman specially trained by a nationally known cooking 
school in demonstration cooking, and also thoroughly in- 
structed by the technical experts of the stove factory. 
Cooking lessons were given to all women who cared to 
attend, no charge, of course, being made. The women 
who attended were free to test the efficiency of both the 
recipes and the ranges for themselves. 

(Continued on page 62) 














McCarty Succeeds N. B. Gregg 
Other Changes Announced 


Evans McCarty has been appointed vice- 
president of the National Lead Co., 111 
Broadway, New York City, to succeed the 
late Norris B. Gregg. Mr. McCarty has 
been with the company for many years, is 
a member of the executive committee and 
has had charge of the company’s foreign 
affairs. He is also vice-president of the 
United Lead Co., New York City. W. H. 
Crost, manager of the Magnus Co., a sub- 
sidiary of the National Lead Co., has been 
made a director of the National Lead Co. 








Evans McCarty 


F. M. Carter, president of the Carter 
White Lead Co., and W. C. Bechorman, 
manager of the Cincinnati branch, have 
been transferred to the New York office 
of the company as vice-presidents. 


Reach Helps Dealer Secure 
Trade of Local Team Coaches 


A. J. Reach, Wright & Ditson, Inc., 
105 Nassau Street, New York City, re- 
cently issued a folder containing helps for 
the retail dealer, designed to aid him in se- 
curing the patronage of the coach of local 
football teams and basketball teams. 

Sample letters to coaches, window cards 
and electrotypes of advertisements are 
illustrated. 


John Schindler Dies 


John Schindler, head of the accounting 
department of the Hardware Mutual In- 
surance Co., Stevens Point, Wis., died re- 


a cently, following an operation for ulcers 
Bs of the stomach. The Hardware Mutual 
x Insurance Co. handles all insurance for 

the Wisconsin Mutual Hardware Assn. 


Mr. Schindler was 30 years of age and is 
survived by his wife, two sons, his mother 
and two brothers. 
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Sept. 15 was the hottest of the vear; ac- 
cording to the Philadelphia Weather Bu- 
reau, yet 35 members of the Retail Hard- 
ware Association of Philadelphia, Pa., as- 
sembled at Green’s Hotel, dined at 7 p. m., 
and then peeled off their coats and plunged 
into the business of the first meeting of 
the fall season. 

“Competition” was the theme of the eve- 
ning, and in opening the session President 
Harry Kaiser told those assembled that 
they might just as well recognize the fact 
that “competition with chain groceries and 
what not is going to continue, and there- 
fore it behooves us to branch out into 
other lines instead of trying to fight that 
kind of competition.” 

The meeting was addressed by Prof. 
Paul S. Keiser of Temple University, who 
proved to be an intensely practical man, 
who does something more than teach in the 
classroom. He proved to his hearers how 
they were actually ignoring golden oppor- 
tunities, saying: “You dealers refuse to 
recognize the value of sales correspond- 
ence. You refuse to study sales corre- 
spondence, yet I stand here and tell you 
of a friend of mine who in a town of 
10,000 people did study sales correspond- 

















ence, applied his imagination until he be- | 
came a-sales correspondence specialist, and | 
| is doing $500,000 a year in that compara- 
tively small town. 

“T have gone into a store and waited 
thirty seconds before receiving attention, 
ond walked out because the sales force was | 
| too busy about other than business affairs. | 
We all understand the power of sugges- | 
tion in selling paint, a brush and some 
other painting necessity, but I also prefer | 
to look upon the sale of additional mer- 
chandise after the original sale is closed 
as having reduced overhead and costs, and 
a favor also to the customer who does not 





Manhattan and Bronx Association 
Resumes Regular Meetings 


The Hardware and Supply Dealers As- 
sociation of Manhattan and Bronx held 
| the first regular meeting after the summer 

vacation period at New York Turn Hall, | 
|} on Tuesday evening, Sept. 20. The at- | 
| tendance was smaller than was anticipated. 
| William Patterson occupied the chair, in 
the absence of President Edward Ferguson, | 
| who entered later in the evening. 

The business of the evening was not as 
great as usual, but plans for the coming 
winter meetings came in for considerable 

| discussion and some new arrangements are 
| looked for in connection with these meet- 
ings, which have proved most helpful for 
those who have attended them. 

J. W. Blair of the Purdy Hardware Co., 
treasurer of the association, demonstrated 
a new parcel tying machine which inter- 
ested the members present. 


| 





Mass., has 
| Martin-Senour Co. in the New England 
Territory for about forty years. Its decision 
to market a line of paints under its own 
| label, 
| open its own offices in Boston. There will 
President Ferguson urged the members | be a 


Phila. Retailers Open Season—Enjoy 
Prof. P. S. Keiser’s Talk 


have to return—a saving of his time and 
yours. The average retailer is held too 
tightly to old methods and is prone to ap- 
proach the customer with a ‘What can I 
do for you?’ attitude, and the answer is 
‘Nothing.’ 

“Your competing chain stores are not 
established without a thorough study of 
location. They have no bad debts, because 
they know and practice the advantages of 
cash sales with their own cash payments 
and discount advantages. They know the 
value of window display and they do not 
fill a window with toilet paper, as I have 
actually seen in one instance—rather un- 
inviting to say the least. It is generally 
understood that department stores allot 60 
per cent of their total rent to window 
space, yet in coming down here I saw one 
window of value that was wasted on one 
cat and her little kitten. 

“There, too, is the other extreme in ex- 
cessive lines. In Philadelphia I find some 
hardware dealers carrying seven brands of 
paint. Where is any thought applied to 
that? Ideas have netted millions, but as 
you are very efficient and practical, you do 
not like to study. Along practical lines, 
then, every chain store is an individual re- 
tail store. Study them—they are studying 
you, and if you want to hear a real sales 
talk, listen to a Wear-Ever salesman.” 

Professor Keiser prepared a list of read- 
ing matter, some from keen competitors 
of the retail merchant, in order to drive 
home his studying of competitors theme, 
and to assist them in getting away from 
what he termed their “tendency to fight 
success.” 

At the close of the meeting several 
members questioned Professor Keiser, 
whose answers proved him to be a keen 
student of the hardware dealers and their 
problems. 





| ance of the association at the forthcoming 

meeting under the auspices of the Metro- 
politan Association to be held at a place 
yet to be decided upon, on Nov. 4. 


Boston Warehouse Opened by 
The Martin-Senour Company 
The 2520 


Martin-Senour Co., Quarry 


Street, Chicago, Ill., announces the opening 


51-53 


of a new office‘ and warehouse at 
Portland Street, Boston, Mass. A. J. Spitz 
has been appointed manager and S. O. 


Thompson is to be sales manager of the 


New England Territory. 
The Carpenter-Morton Co., of Boston, 
acted as distributor for the 


caused the Martin-Senour Co. to 


sales force working directly from 


to exert every effort to get a good attend- | that office. 


easiness teri tecnsi i 
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John H. Stutt Appointed Du Pont 
District Sales Manager 


John H. Stutt has been appointed dis- 
trict sales manager for the Philadelphia- 
Parlin District of the Chemical Products 
Division of E. I. duPont de Nemours & 
Co., Inc., Wilmington, Del. His office will 








John H. Stutt 











be at the Philadelphia office of the com- 
pany on Independence Square. 

Mr. Stutt was formerly connected with 
the duPont company as sales manager of 
the Chemical Pigments and Colors Divi- 
sion, and has returned to the company after 
an absence of about four years, during 
which time he has been general sales man- 
ager of the Geo. D. Wetherill Co., Inc., 
Philadelphia, Pa. 

Mr. Stutt has beeen secretary of the 
Sales and Advertising Managers’ Confer- 
ence of the Paint and Varnish Industry, 
and is a member of the Mixers’ Club of 
Philadelphia and of the Sales Managers’ 
Club of the same city. 





Charles Merrill Strout Dies 


Funeral services for Charles Merrill 
Strout of Woburn, Mass., were held in 
that city on Monday, Sept. 19. Mr. Strout 
was born in Durham, Me., seventy-eight 
years ago, and when a young man went 
to Woburn, where for more than thirty 
years he conducted a retail hardware store. 
Subsequently he became salesman for the 
Magee Furnace Co., Boston, and after 
twenty years of service retired, a few years 
ago. He made his home in Woburn for 
fifty-five years. 





Carborundum Co. Buys Control 
of American Resistor Corp. 


A controlling interest in The American 
Resistor Corporation of Milwaukee, Phila- 
delphia and New York has been purchased 
by The Carborundum Co. of Niagara 
Falls, N. Y. The principal products of 
The American Resistor Co. are non-me- 
tallic electrical heating elements and re- 
sistors, marketed under the trade name of 
“Globar.” The company has been reor- 
ganized and has incorporated under the 
laws of the State of New York with a 
capital of 16,700 shares of no par value 
stock and an issue of $650,000 in 7 per 








cent, ten year debenture bonds. The new 
company will be known as Globar Corpora- 
tion. 

The present manufacturing facilities of 
the old company will be moved to Niagara 
Falls, N. Y., where a new plant will be 
erected in connection with the plant of 
The Carborundum Co. In reorganization, 
Joseph A. Steinmetz, president, W. E. 
Deurstin, vice-president and Walter W. 
Perkins, vice-president and treasurer, have 
been succeeded by Frank J. Tone, presi- 
dent, George R. Rayner, vice-president, F’. 
H. Manley, treasurer, and Arthur Batts, 
secretary. These men are also directors of 
the Globar Corporation, together with Mr. 
Steinmetz, Mr. Perkins and Mr. Sharpe. 





Radio World’s Fair 
Signal Success 


The Radio World’s Fair, as the New 
York Radio Show is known, opened with 
nearly 200 exhibits, Sept. 19. The attend- 
ance held to a high figure all week. On 
all evenings except Thursday the aisles 
were jammed and movement sufficient to 
see the displays was very slow. On Thurs- 
day evening, apparently the people re- 
mained at home to hear the Dempsey- 
Tunney fight reports. The interest shown 
by the public is evidence that radio has 
not yet lost its place in public attention. 

Gov. Alfred E. Smith of New York 
officially opened the show, speaking in a 
special broadcasting booth erected in the 
basement of the Madison Square Garden. 
The people present, like those who were 
listening at home, heard this talk over the 
radio. This broadcasting room was one of 
the features of the show. The sides were 
plate glass and the entertainers who sup- 
plied the programs for the Station WGBS 
appeared there during the week. 

Daily from 11 a. m. to 1 p. m. attend- 
ance at the show was limited to those who 
held dealer’s tickets. These were provided 
for dealers by the exhibitors. Many deal- 
ers and jobbers responded at these hours 
and were enabled to meet the exhibitors 
and talk business without fhe presence 
of the many curious visitors. 

During the week, meetings of the Fed- 
erated Radio Trade Association, Radio 
Association of Broadcasters, and Radio 
Manufacturers Association were held. It 
was announced that there was a consider- 
able get-to-together between the different 
branches of the trade. 

The social feature of the week was the 
Radio Industries Banquet on Wednesday 
evening, when arrangements were made to 
broadcast the entertainment program 
through more than 80 stations. About 400 
persons, well known as radio entertainers, 
took part in the program. Rear Admiral 
W. J. Bullard, chairman of the Federal 
Radio Commission, was the only speaker 
at the dinner and he outlined some things 
that members of the commission see in the 
future as possibilities for the improvement 
of broadcasting. 

Many factory representatives present 
were forced to tell dealers and jobbers 
that they were sold out for the year. Gen- 
erally speaking, manufacturers appeared to 
be hopeful of a good year and the dealers 
interviewed supported them. 





Frederick Haase Opens Own 
Sales Office at Hartford 


Frederick Haase has resigned as vice- 
president and general sales manager of the 
Frank E. Wolcott Mfg. Co., Hartford, 
Conn., and has established a sales head- 
quarters in New York City for the mar- 
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Frederick Haase 











keting of electric household appliances and 
kindred lines in the New England and 
Middle Atlantic States. Only products of 
known merit, supported by sound market- 
ing policies will be handled. 

Mr. Haase is unusually well qualified 
through long training and experience for 
the task he has undertaken. His acquaint- 
anceship with the trade is equally broad, 
and has been built on a basis of service. 
His policy will be to market through the 
regular channels, which include the hard- 
ware and electrical jobbers. 

His address for the present is 
Broadway, New York City. 


1165 





Domes of Silence Agency Returns 
to Original Owner 


The distribution agency of Domes of 
Silence, formerly held by Henry W. Pea- 
body & Co., 17 State Street, New York 
City, has been relinquished to Robert E. 
Miller, who represents Charles V. Sale, 
the original owner of the patents. This 
agency will operate as Domes of Silence, 
Inc., 21 Pearl Street, New York City, who 
also manufacture and distribute all grades 
of sliding casters and those covered by 
Domes of Silence, Patent, H. O. Slides 
and Monopoints. 


H. F. Williams Is Married to 
Mary A. McCoy of Utica, N. Y. 


H. F. Williams, manager of McCoys’ 
hardware store in Utica, N. Y., was mar- 
ried on Sept. 15 to Mary A. McCoy, the 
daughter of the owner of the store. The 
bride has served as secretary to her father 
in his business. Mr. and Mrs. Williams 
are on a motor tour of New York, Maine 
and Canada. 
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Baltimore Assn. Discusses 
“Return Tool Problem” 


Members of the Baltimore Retail Hard- 
ware Association, Baltimore, Md., take 
such a lively interest in the work of their 
organization that the first meeting of the 
season, held on Sept. 13, at the Elk’s Club, 
was prolonged until the lights were extin- 
guished as a hint that the small hours were 
approaching. 

President Ernest Johannesen, who was 
in the chair, called the meeting to order 
and introduced George K. Goodwin, pro- 
prietor of Wm. Rose & Bros., Sharon 
Hill, Pa. Mr. Goodwin spoke in a very 
interesting manner about the returned tool 
problem. He advised the members to en- 
list the sympathies of their customers, but 
said that sympathy was never won by 


cringing, and that if the dealers would | 
only stand together and have self-control 


as well as courage, they could prevent 
many fraudulent claims. ‘Courage and 
self control were essential for building 
your organizations,’ said Mr. Goodwin. 
“Courage and self control will prevent the 
unjust claim swindler from looting shelves.” 


He advised the dealers to accept the 
price of the tool in question as a deposit 
to be returned if the claim is found just, 
but never take the worn tool in part pay- 
ment for a larger one. If this is done, the 
customer will never make a complete pur- 
chase as long as he lives, unless he moves 
to where dealers have courage and self- 
control. He told how English workmen 
prefer American tools and prize highly a 
kit from this country. Mr. Goodwin showed 
pictures of several plants, which illustrated 
some of the operations which a tool goes 
through to prevent it from being easily 
battered, worn or broken. 

George W. Eckhardt, sales manager of 
Henry Disston & Sons, Inc., Philadelphia, 
Pa., was the next speaker. Mr. Eckhardt 
said that from a careful survey of the en- 
tire field, the result showed only 1 per cent 
or less of the hand tools returned to the 
factory were defective, 99 per cent having 
been mishandled or abused. He also told 
of the policy of the Disston company, 
in having the retail dealer decide all claims 
of defective saws and let his judgment be 
final. 

Interesting discussions took place after 
Mr. Goodwin’s and Mr. Eckhardt’s talks. 
President Johannesen announced _ that 
Sharon E. Jones, secretary of PASHA, 
and secretary and treasurer of the Penn 
National Hardware Mutual Insurance 
Company, was unable to be present, having 
been detained at Harrisburg, Pa. He 
read an address which Mr. Jones had in- 
tended to deliver, based upon the issuing 
of dividends by the Penn National Hard- 
ware Mutual. The October meeting was 
announced as Ladies’ Night. Llew S. 
Soule, editor of HArpwaRE AGE, was an- 
nounced as the speaker for the mecting on 
the second Tuesday of November. In 
closing the meeting, President Johannesen 
advised all present to read “Trade Winds” 
in the Sept. 8 issue of Harpware AGE, 
saying that he hoped that the members 
would take time to read it. 





Reorganization of Ives Manufacturing Corp. 
Brings Several Personnel Changes 


The recent general reorganization of the 
Ives Mfg. Corp., Bridgeport, Conn., has 
made it possible for the company to enter 
into a more active and intensive sales and 
advertising campaign, expand its manufac- 
turing activities, establish new sales offices 
and create new and original merchandising 
plans and ideas. 

The first step in the merchandising plan 
is the establishment of the Ives Miniature 
Railway Organization of boys, details of 
which have already been given to dealers. 
The conductor’s outfit, which is included 
in this merchandising plan, is featured in 
all the company’s advertising. 

There have been several changes in per- 
sonnel, new men being added, while others 
changing positions. Harry C. Ives, for 
many years president of the company, is 
now chairman of the board. Relieved of 





President 


Charles R. Johnson, 


all routine duties, Mr. Ives is renewing his 
acquaintances with the trade and is devel- 
oping many of the plans and ideas which 
he never before had time to seriously con- 
sider. The new president, Charles R. John- 
son, is directing the sales activities of the 
company. He has a background of success- 
ful experience in several industries and is 











guiding the Selling Division through care- 
fully thought out plans, with W. C. Gamble 
as his assistant. 

From a sales standpoint the reorganiza- 
tion is important. The sales promotional 
ideas behind the products will favorably at- 
tract the public and the increased sales per- 





Harry C. Ives, Chairman of the Board 


sonnel will greatly help the dealers. H. P. 
McBeth continues as Western manager in 
charge of the San Francisco, Cal., office, at 
165 Jessie St. The Eastern display rooms 
at 200 Fifth Ave., New York City, will be 
in charge of W. G. Pollock, whose long 
experience with the Ives company fits him 
for the position of Eastern manager. As 
general representative, L. J. Levy is travel- 
ing throughout the country. Among the re- 
cent additions to the sales organization are: 
Burton Davis, as Mid-Western manager 
with offices in the new display room at 36 
S. State St., Chicago, Ill.; J. J. Gooding 
is in the New England territory; William 
Simon, Jr., is devoting his time to Greater 
New York. 

S. A. Rapier, the newly appointed export 
manager, is of an eight months’ trip to the 
Far East and Latin American countries. 





C. E. King and C. J. Mutz Form 
Manufacturers’ Sales Co. 


Charles E. King and C. J. Mutz, both of 
Los Angeles, Cal., who have been oper- 
ating independently as manufacturers’ rep- 
resentatives, have formed a company and 
will conduct their business under the name 
of Manufacturers’ Sales Co., with offices 
at 403 Transportation Building, Los An- 
geles, Cal. Both Mr. Mutz and Mr. King 
are well known to the western trade, hav- 
ing been identified with it for a number of 
years. 

Among manufacturers 


the principal 





which they will represent are Rockford 
Steel Furniture Co., J. R. Clark Co., Fed- 
eral Washboard Co., Atlas Mfg. Co., New- 
ton Line Co., Davis Engineering & Tool 
Co., Murmac Mfg. Co. and Shoff Tackle 
Co. 


August E. Manthey Dies 


August E. Manthey, connected with the 
Phillip Gross Hardware & Supply Co., 
Milwaukee, Wis., for fifteen years, died 
recently after a short illness. Mr. Man- 
they is survived by his widow and one son. 
He was 58 at the time of his death. 


























followed that line of endeavor, first for 
du Pont, then for the Winchester Repeat- 
ing Arms Co. and later for the Remington 
Arms Co. It is doubtful if anyone in the 
arms and ammunition field is better in- 
formed on the publicity side of the busi- 
ness, and the things that go with it, such 


New England Association Holds 
Annual Outing 


Golf was the chief attraction at the an- 
nual fall outing of the New England Iron 
and Hardware Association on Tuesday 
afternoon and evening, Sept. 20, at the 
Tedesco Club, Swampscott, Mass. More 
than one hundred members and guests at- 
tended the outing and dinner. The number 
participating in the golf match was excep- 
tionally large, there was much competition 
for low scores and several ties. 





Prizes for the afternoon play were pre- 
sented after dinner by Chauncey B. Doten, 
chairman of the golf committee. William 
A. Hopkins, Decatur, Hopkins Co., Boston, 
president of the association, presided at 
the dinner. Winners of prizes donated for 
the day’s play were Murry Harvey, A. C. 
Harvey Co., Boston; George M. Gray, 
Peter Gray & Sons, Cambridge, Mass. ; 
F. Marsena Butts and Chester C. Butts, 
Butts & Ordway Co., Boston; G. M. 
Heath, Atlas Tack Co., Fair Haven, Mass. ; 
J. E. Kelly, Simonds Saw & Steel Co., 
Fitchburg, Mass.; J. T. Hughes, Ames 
Shovel & Tool Co., Boston; and Peter 
Gray, Cambridge, Mass. 








Peter P. Carney 








Prizes donated were: Electric heater, 
personal from President Hopkins and a 
tray with shaker and glasses from Decatur, 
Hopkins Co.; silk umbrella from the Beth- 


lehem Steel Co.; golf balls from the | N ee ce ee 
Standard Horse Shoe Co.; golf balls from | .. **® announcement has been made by Mr. 


the American Steel & Wire Co.; bathroom free as a4 iN a He — be 
scales from Bigelow & Dowse Co.; and a | ccated at an siumer Avenue, aay- 


full set of golf clubs, with irons made of wood, N. J. 
rustless steel, from the Central Alloy Steel 





as trap shooting, rifle shooting and game 
conservation activities. 


Co. The electric heater was won hy Mr. 

Kelly; the tray, shaker and glasses by | : 

Peter Gray; the silk umbrella by Mr. Lendzion Leather Goods Co. 
Harvey; the golf balls by Mr. Heath and Names Two Representatives 


Mr. Hughes; and the bath room scales by 
George M. Gray. The set of golf clubs 
was split between F. Marsena and Chester 


The Lendzion Leather Goods Co., 1847- 
49 N. Ashland Avenue, Chicago, IIl., an- 
| nounces that J. H. Smith has been appointed 


C. Butts. factory representative for the company on 
In addition, Murry Harvey won the | the Pacific Coast and is now covering | 
Colladay trophy. This cup was given by | Washington, Oregon, Idaho and British 


Columbia. C. B. Chancellor is represent- 
ing the company in the Soyth and South- 
west. He is now on the road covering Vir- 
ginia, Georgia, West Virgina, North and 





the district agent of the Trumbull Steel 
Co. several years ago. George M. Gray 
won the Damon cup, presented for play 
some years ago by the Fitchburg Hard- 
Fitchburg. Mass. 


ware Co., 
nessee, Alabama and Kentucky. 

The new 1928 Hardware Tool Bag Cata- 
log is now ready for distribution. 





George J. Mulhall, treasurer of the as- 
sociation, was in general of the 
outing arrangements. 


charge 


N. R. Crawford Resigns from 
Industrial Works 


R. Crawford, for several years di- | 


Landon P. Smith, Inc., Announces 
Sales Territory Changes 


N. 
rector of sales for the Industrial Works, | Landon P. Smith, Inc., Irvington, N. J., 
Bay City, Mich., has resigned, effective | manufacturer of “Red Devil” glass cutters, 
Oct. 1. No announcement has been made | etc., announces that A.D. MacKay has been | 


| transferred from the eastern part of the 

United States to represent the company in 

Virginia, North and South Carolina, Geor- 
| gia, Florida and Tennessee. Mr. MacKay | 
was formerly in the export division of a | 
| large tool house and is also experienced in 
| domestic sales. 

Garner England has been appointed as 
representative for the entire New Eng- 
land States. He has many years’ experi- 


as to his future connection. 


Peter P. Carney Has Resigned 
From Remington Arms Co., Inc. 


Peter P. Carney has resigned as director 
of advertising and publicity for the Rem- 
ington Arms Co., Inc. 

As a dispenser of publicity in the arms 
and ammunition field, Mr. Carney has had 
wide experience. For thirteen years he has sell for this company. 
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Past Presidents Conduct Phila. 
Hardware Assn. Meeting 
Attired in blue gingham aprons, the past 
presidents of the Philadelphia Hardware 


Assn., Philadelphia, Pa., had charge of the 
meeting of the association of Sept. 14 in 


| the Grand Fraternity Building. 


Lewis C. Glading, president in 1891, dean 
of the past presidents, presided at the meet- 
ing and called for the reading of the 


| minutes and those of Feb. 21, 1884, the 





South Carolina, Florida, Mississippi, Ten- | 


| first meeting of the association. 


Among the past presidents who ably re- 
viewed the record and accomplishments of 
the association were: Aaron I. Sanson, 
Jr., 1894; Charles F. Geissler, 1902; Harry 
O. Stansbury, 1913; J. G. Esmonde, 1915; 
Howard W. Shaw, 1922; William F. 
Eaton, 1923, and J Gross Perkins, 1924. 
G. Walter Zahm, 1925, responded in the 
following manner: 

“Tonight, when I came in the door, 

I just got half way ’cross the floor, 

When up came Johnny Dix in haste, 

And pinned an apron round my waist. 

‘This apron you must wear,’ said he. 

‘It shows for past presidency.’ 

One thing it does not show me fat, 

For my darn belly is too flat. 

But ’fore I go—ah, there’s the rub, 

I'll jam that belly full of grub. 

That is about all the speech I know, 

Now let the others have a show. 

They beat me talking every time, 

But I can beat the bunch in rhyme.” 

An impressive incident of the meeting 
cecurred at adjournment, when Mr. Glad- 
ing called for all to stand with bowed 
heads in tribute to the departed past presi- 
dents. 

The meeting of Oct. 12 has been desig- 
nated as Supplee-Biddle Night, when the 
program will be in charge of the Supplee- 
Biddle Hardware Co. 

On Nov. 22 the association will hold 
the Second Hardware Assembly. The 
First Assembly, held last January, was 


| such a marked success that it was decided 


to repeat the event. Traveling Men’s Night 
is also planned for the regular November 
meeting and Winchester-Simmons Night 
for the December meeting. 





Utility Sprayer Purchases 

Albert Lea Sprayer Dept. 
Announcement has been made of the 
purchase of the sprayer department of the 
Albert Lea Sprayer Co., Albert Lea, Minn., 


| by the Utility Sprayer Co., Minneapolis, 


Minn. The Utility Sprayer Co. will con- 


| tinue to manufacture the “Utility” line of 


the Albert Lea Co., which consisted of 
compressed air sprayers, tin atomizers, 
bucket pumps, fire pumps, etc. Several 
new patterns of compressed air sprayers, 
atomizers, bucket pumps, etc., will be 
added to the line to make it complete in 
every detail. 


P. J. Barkman Dies 


P. J. Barkman, one of Portage, Wis., 
pioneer business men, died recently at that 
city following a stroke of apoplexy. Mr. 
3arkman was connected for many years 
with the hardware firm of J. E. Wells & 


ence with the type of tools which he will Co. He is survived by his widow and two 
sons. 
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Ices and Sherbets Made Quickly 


The Instant Freezer Corp., of Racine, 
Wis., is manufacturing “Instantfreese,” a 
new type of freezer, designed to make 
ices, sherbets, and ice creams very quickly. 

There are only two working parts, a 
freezing cylinder and a receiving tray. 
The cylinder is rustproof and an efficient 
conductor of cold. The receiving tray is 
made from German silver. Ice and salt 











are placed in the cylinder, which is then 


revolved. The liquid to be frozen is poured 
into the bottom of the machine, the cold 
revolving cylinder freezing it and deposit- 
ing the frozen solution in the receiving 
tray. 

All other parts of “Instantfreese” are 
plated with pure block tin, which is not 
affected by fruit acids or gases from effer- 
vescent liquids. The outside finish is pure 
white pyroxlyn enamel. Thirty seconds is 
the time specified by the manufacturer for 
making frozen desserts. 


Atkins Ready Household Kit 


The new Atkins Ready Household Kit, 





| 





manufactured by E. C. Atkins & Co., Inc., | 


Indianapolis, Ind., fills a definite place in 
the hardware merchant’s tool department. 
This kit enables the dealer to offer at a 
moderate price the tools needed by the 
average householder, packed attractively in 





a heavy cardboard box finished in verde 
green. The hinged lid is secured with 
tape and rivets and when open permits the 
dealer to use the kit box as a counter 
display. 

The new Atkins Kit contains a No. 9 
Home Builder Saw; No. 1 Hoosier Ex- 
tension Hack Saw Frame and Blade, No. 
88 Kitchen Saw; No. 29 Saw Knife; No. 
1 Keyhole Saw and Pad; six-inch Silver 
Steel Mill Bastard File; six-inch Silver 
Steel Slim Taper File; Atkins Perfection 
Grass Hook, and an instruction book, 
“Atkins Saws in the Home.” The last 








offers hints for making and repairing things 
at home. 

Christmas labels and holly wrappers will 
be provided for the Atkins Ready House- 
hold Kit and other tools made by this com- 
pany, so that dealers may be assisted in 
making the proper holiday selling appeal on 
these “Gifts of Utility.” 


Swing-Check Helps Golfers 


The Blake Mfg. Co., 2008 East 46th 
Street, Cleveland, Ohio, has placed on the 
market a product which will be of interest 
to golfers. The Swing Check, made of 





| soft calf leather and green felt, is attached 


to the left hand of right-handed golfers. 
There is a small loop in the palm of the 





hand, into which the end of the club is 
slipped. 

Using this product is said to prevent 
overswing, slicing, hooking and faulty tim- 
ing. The fingers are relieved from strain 
when the club is at the top of the stroke, 
and keep a firm grip on the club. 


Swing Checks are packed in individual | 


boxes, 12 in a display carton. 





Leather Trimmed Canvas Bag 
Built for Mechanic’s Tools 


Lendzion Leather Goods Co., 1847-49 
North Ashland Avenue, Chicago, IIL, is 


An Attractive Stock Cabinet 


An attractive stock and display cabinet 
has been designed and is offered to the 
trade by the Cleveland Twist Drill Co., 
Cleveland, Ohio, for its line of twist drills 
and reamers. This cabinet has been de- 
signed to hold a complete, but not exces- 
sive stock, of those twist drills for which 
the average retail hardware dealer has a 
steady demand. Among’ the many items 








that can be placed in the six drawers are: 
Straight Shank Drills, Wire Gage and 


| Short Set; Bit Stock Drills for metal or 
| wood, Wood Bits for Brace, Blacksmiths’ 


| Drills, small drill sets, Ezy-Out screw ex- 
tractor, quick set and other reamers. 
This cabinet is beautifully finished in 


olive-green, hand sprayed lacquer. It meas- 
ures 2314 in. in length, 18% in. deep, in- 
cluding drawer pulls, and i6% in. high. 
Each drawer is 21 in. long. Cabinet, empty, 
weighs 85 lb., and crated for shipment, 
130 Ib. 


New Oil-Power Jack 
Blackhawk Mfg. Co., Milwaukee, Wis., 


recently brought out a complete line of 
hydraulic oil-power jacks, ranging from 
a 1%-ton model to a 60-ton industrial unit. 





| 


manufacturing a one-piece bag, made of | 
No. 6 white duck, designed for lineman’s | 
| 


or mechanic’s tools. There is a 


inside with 
The bag is stiffened with heavy 
cardboard and is supplied with steel studs 
and a double-gage frame, riveted to the 


is lined on the 


tom, which 
canvas. 


body of the bag. The sewing is lock- 
stitch, which will not rip. There is a lock 
and key on the bag, which is manufac- 
tured in seven sizes. 


shoe | 
leather reinforcing, 314 in. above the bot- | 


places 
| 


The Tourist Model is illustrated. This 
jack can be placed under low chassis or 





car bodies and lifts with very little pres- 
sure. 
The long bayonet grip handle holds and 


the jack at long range. Short 
strokes raise the ram. Lowering is done 
automatically with a controlled release 


valve, the speed of which is governed by 
the operator. 

This jack is nicely finished and built for 
hard wear. 
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Hardware Trade Enters Last 
Quarter Optimistically—Business 
Improving as Autumn Arrives 


NEW YORK, Sept. 28.—General reports from all sections of the 
country indicate that the last quarter of 1927 will place the year’s 
business somewhat ahead of 1926. The Ohio market report shows 
that district about 5 per cent better than the last year’s figures, 
while the middle and northwest are now commencing to feel the 
movement of staple hardware lines for the fall and winter de- 


mand. 


The crops are, generally speaking, well above the average for 


the past ten years. 
but the average will be fair. 


Corn will be a lighter crop in some localities, 


The eastern market is steady at this time, fall lines moving in 


a satisfactory manner. 


Prices are firm throughout the country and collections fair. 





Wholesale Prices Show Rise, Says 
Department of Labor 


A strong upward movement in wholesale 
prices from July to August is shown by 
information collected in representative 
markets by the Bureau of Labor Statistics 
of the Department of Labor and made pub- 
lic Sept. 19. The bureau’s weighted index 
number of the 1913 base and including 404 
commodities or price series registered 146.6 
for August, compared with 144.6 for July, 
an increase of 1 1/3 per cent. Compared 
with August, 1926, however, with an index 
number of 149.2, there was a decrease of 
134 per cent. 

An increase of 4 per cent took place in 
the group of farm products due to advances 
in corn, cattle, hogs, cotton, eggs, hay and 
tobacco. Wheat, onions and potatoes, on 
the other hand, were cheaper than in July. 
Foods, clothing materials, metals, house 
furnishing goods and miscellaneous com- 
modities also averaged higher than in the 
month before, while small decreases are 
shown for building materials, chemicals 
and drugs, and for fuels as a whole, al- 
though coal advanced. 


Mazda Auto Lamp Prices 
Reduced October First 


Reduced prices, effective Oct. 1, are an- 
nounced by the Mazda lamp manufacturers 
on the six most popular types of Mazda 
automobile lamps, which comprise about 
80 per cent of the demand. 

The reduction comes about as a result 
of a co-operative standardization program, 
on the part of the lamp manufacturers and 
automotive manufacturers, which has _ re- 
sulted in concentrating the demand upon 





| comparatively few lamps. This standardiza- 
| tion has made possible mass production of 


a few types, resulting in savings to the 
manufacturers. Such savings, in accord- 
ance with the policy of the General Elec- 
tric Company, are being passed on in the 
form of lower prices. 

The standardization program reduces the 


| cost of distribution for the dealer—he can 


hereafter carry a simplified stock in less 
space, with less trouble in ordering and 
with less obsolescence. The price reduction 
saves 20 per cent or more on the dealer’s 
lamp investment—he can do his lamp busi- 
ness with four-fifths of the capital hitherto 
required. } 

Dealers’ net prices on all miniature 
Mazda lamps are now 42 per cent less than 


in 1914. 


Mansfield Tire to Enlarge 
Enjoys Most Successful Year 


G. W. Stephens, president and general 
manager of the Mansfield Tire & Rubber 
Co., Mansfield, Ohio, announces that a 
three-story addition, covering a factory 
floor space of 90,000 sq. ft., will soon be 
erected. This addition will be ready for 
occupancy on or about March 1, 1928. 

It is also stated that the fiscal year of 
1927, ended Sept. 30, will have been the 
largest and most successful year in the 
history of the company. The future out- 


look is exceptionally promising for both | 


the domestic and export business. 

The new factory facilities are equal to 
over 2 acres of space and will not only in- 
crease production of tires and tubes but 
will also effect other economies in more 
convenient arranging of factory depart- 
ments. 





August Industrial Employment 
Report Shows Substantial 
Improvement 


Industrial employment in a number of 
leading industries was at a higher level in 
August than during the preceding month, 
with signs pointing to further substantial 
improvement during September, according 
to the Department of Labor’s summary. 
Forces employed in iron and steel con- 
tinued under normal and the situation in 
this industry remains somewhat spotty. A 
surplug of this class of labor obtains in 
nearly all the principal steel centers. 

Improvement is seen in the boot and 
shoe industry in New England and the 
Middle West. Employment in the automo- 
bile plants continued on a curtailed basis, 
and a large number of these workers are 
temporarily idle, but a decided increase is 
looked for in this line during September. 
A gradual upward trend was noted in some 
sections of the country in the textile in- 
dustry, particularly in New Jersey and the 
New England States. However, many 
textile mills are operating on curtailed 
schedules. 

Some gains were registered in railroad 
repair shop employment, especially in the 
Western States, where preparations are 
being made for the movement of large 
crops. Employment in the metal trades 
continues on a fairly satisfactory basis. 
There was some increase in employment in 
the bituminous coal fields of western Penn- 
sylvania, West Virginia, Ohio and Ken- 
tucky. Employment in connection with 
flour milling shows marked gains. A re- 
vival of lumbering activities was noted, 
particularly in the mountain district. 

Much of the present volume of unem- 
ployment is attributed by the summary to 
the midsummer lull in manufacturing ac- 
tivities, which necessarily affects the num- 
bers employed in the industries that cur- 
tail operations in the summer. 


Three-Year Gain In Rural 
Electric Service 


A survey by the rural electric service 
committee of the National Electric Light 
Association indicates that at the end of 
1923 there were 165,000 farms obtaining 
service from electric light and power com- 
panies in the United States. In 1926 a 
similar survey determined that approxi- 
mately 227,500 farms in twenty-seven 
States were being supplied with electric 
service. In 1923 these twenty-seven States 
had only 122,000 electrified farms, so that 
105,500 farms were added in the three-year 
period ending Dec. 31, 1926. If this in- 
crease continues at the same rate there will 
be approximately 1,000,000 electrified 
farms in this country by the end of 1932 
and by 1938 this number will be increased 
to approximately 3,000,000, nearly equal to 
one-half of the total farms in this country. 
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Cooler Weather Stimulates Fall Buying— 
Chicago Prices Show Little Change 





| Additional Price Changes Reported by Chicago Jobbers 


Window Ventilators—Prices are slightly reduced from the 1926 basis for the coming season. 
The new prices are: Metal frame, No. 02, 8 in. by 39 in., $4.80 dozen; No. 2, 11 in. by 
39 in., $5.60 dozen; Wood frame, No. 937, 9 in. by 37 in., $3.70 dozen. 











(Chicago Office of HARDWARE AGE) We quote from jobbers’ stocks 
. . i re? 214 , 
CHICAGO, Sept. 27.—While the extreme hot wave which has pre- | fig oo ec *B Os 374, F8 Bteel batts 


i j er doz, pair, case lots—le - 
vailed for several days boosted the prospects of the rather mediocre | PEt, S07, Par, cnse jot chen tx 


corn crop materially and caused a very nice volume of fill-in orders Bg Big" ae igh Gull 
for summer items, it also slowed up fall buying. However, now lots—less quantities, 12c. per doz. 
that the weather is again seasonal, fall goods are beginning to move | sets, 3875. ‘per dow. sets “onwe lotae 
again and prospects for a good business for the balance of this year | “t8°! RifrKeyed front, door set, ved 


s front door sets, $2.49 per set; cylin- 
are bright. der front door sets, $6 per set, 


Hardware prices in general have not changed during the past | cyaIn_cCow ties are selling very 
week, the only exception being slight declines in linseed oil and tur- | well. Prices are unchanged. 
pentine while alcohol took another small advance. We quote from jobbers’ stocks 
Conditions surrounding the steel industry in the Chicago area are ak og foto, Teneo Bull 
improving slowly. While the actual operations of the mills remains | Poe .3n2 Brown cont ees entries 
about the same, there is a noticeable increase in the number of in- welded cow ties, $2.75 per dos. 
quiries and miscellaneous manufacturers are buying to some extent. | COPPER RIVETS AND BURRS.— 


° ° . Prices are unchanged and there is an 
However, there is a lack of buying on the part of the railroads and aaiten inant. 


the automotive industry, but this market is expected to show some We quote from Jobbers’ stocks, 
ivi f.o.b. Chicago: Copper rivets and 
activity shortly. Serta, 40-5. eer cont fi Saba § 


While building operations have lagged somewhat all year there EAVES TROUGH AND CONDUCTOR 
is enough construction work now nearing completion to cause a | pipp.—Fall sales are always active 
very brisk demand for builders’ hardware, glass and paint. on these lines. No recent price changes. 
Collections are better than fair and money is easy. We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5-in., $4.50 per 100 
ft.; corrugated conductor pipe, 8-in., 








al -) 2 a i > i%- 
AUTOMOBILE ACCESSORIES.—The| BEVERAGE AND PRESERVING |+ $!.80 per 100 ft; plain ridge fod’ con. 
unusual weather the past 10 days has| SUPPLIES.—The demand is very ac- ductor elbow, 3-in., $1.51 per doz. 
created a good demand for tires and re-| tive at this time. ELECTRICAL MERCHANDISE. — 
‘ ; a : , oa : 
pair materials. Fall items show a slight} , We quote from jobbers’ stocks | Rubber covered wire has advanced 
slackening in demand. Bottles and Caps.—Quarts, $8 per somewhat. Sales on all items are ac- 
We quote from jobbers’ stocks See ere LO Ate DEE ErOes , tive P 
f.o.b, Chicago: stoppers, $2.25 per doz.; cappers, . 
oa . $8.50 to $9.50 per doz. We quote from jobbers’ stocks, 
—S s, . . yee at 
she cas cle Tee dee — STRAINER SETS.—Strainer stand and f.0.b. Chicago: Electrical merchan- 
pion X, 45c. each; Champion Blue strainer bag, $8 per doz. complete. dise—No. 14 rubber covered wire, 
Box line, 53c. each; A. C., 53c. each; ’ $6.50 per 1000 ft.; in 100 ft. lots, $6; 
0 ’ each, & v., ’ We quote from jobbers’ stocks 
lots of 100, 50c.; A. C. Special Ford, f.0.b, Chicago: F ” No. 18 lamp cords, $12.50 per 1000 
36c. each. “Strainer Sets.—Strainer stand and ft.; in 1000 ft. lots, 12c. %-in., brush 
Spot Light.—Appleton, No. 3280, strainer bag, $8 per doz. complete. brass key sockets, 15%e. each; two- 
$6.50 each, Fruit Presses.—Enterprise, No. 6, way plugs, 45c. each, in lots of 10, 
Chains.—Non-skid, dozen pair lots, $6.25 each; Juicy Fruit, 3 qt., $3.50 40c. each; two-piece attachment 
35 per cent discount. each; 6 qt., $4.30 each; 12 qt., $6 each. plugs, 7%4c. each; dry cells, boxes of 
Jacks.—National Standard, No. 21, _ Cannin Racks.—No. 1, single jar, 50, 32%%c. each; less than case lots, 
$1.30 each. 70c. per doz.; No. 2, 8 jar, $3.60 per $6c. each 
Pumps. — Rose, 14% in. cylinder doz.; jar wrenches, 75c. per doz. H . a1 mt to } Repiieeatasteenn, Tat 
‘ se, , ’ j T ae ectrica _ 8, ) 
$1.85 each. BOLTS AND NUTS.—A better demand | pint. $4.20; lots of six, $3.89; Sun- 
Tires and Tubes.—30 x 3% over- is developing and prices are firm. beam, $5; lots of six, $4.72. Table 
size cord tires, $8.75 each; regular We quote from jobbers’ stocks stove: Armstrong, $8. Percolator, 
cord, $6.60 each; gray inner tubes, f.o.b. Chicago: Carriage bolts, cut Universal 9169, $16.65. 
30 x 3%, $1.24 each; red inner tubes, thread, 60 per cent discount; small 7 be : 
30 x 3%, $1.45 each. carriage bolts, rolled thread, 60-10 Phe ~~ Pa names tae "a oe 
: er cent discount; machine bolts, cut No. 766, . each; No. 766, pack- 
AXES.—Sales are rather active and thread, 60 per cent discount; small age of 10, $1.30; No. 767, $2.62 each; 
are increasing as the season advances. machine bolts, rolled thread, 60-10 No. 767, packages of 5, $2.44 each; 
. per cent discount; all stove bolts, 75- No. 770, $3.40 each; No, 770, pack- 
We quote from, jobbers’ stocks 10 per cent discount; lag screws, 60 ages of 5. $3.17: No. 772, $2.62 each: 
> 4 ing] bit b : ages of 5, $3.17; is 
See Se Bs S14 on per cent discount. i packages of 5, $2.44; No. 486, $3.58 
don: nandied ot $19.25 “per doz.; BUILDERS’ HARDWARE. — The de- each; No. 486, packages of 5, $3.33. 
double bit base weight axes, un- mand is good and jobbers’ prices are Battery Chargers.—Apco line, lots 
sarcon + oe Set: Reenee at unchanged of less than 10, $13.50 each. 
.50 per doz. ‘ 
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FILES.—Prices are without change 
and there is a normal demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
ner cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

50 per cent off list. 
GALVANIZED WARE.—Continued hot 
weather is causing a heavy September 
demand for cans for cleaning naphtha. 
Galvanized husking baskets are mov- 
ing _ 
uote from jobbers’ stocks, 
cate icago: Standard galvanized 
after-made tubs, No. 1, No. 2, 
$6.85; No. 3, $8; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, $2 doz.; 2 gal., $4 doz.; 3 gal., 
$6 doz.; 5 gal., $7 doz.; 1 bu. gal- 
vanized baskets, $6.20 doz.; No. 26% 
bu. bailed galvanized measures, 
$4.50. 


GLASS AND PUTTY.—A quite brisk 
demand has developed. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 


brackets, 89 per cent discount; single 


strength B, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 Ib.; commercial, $3.50 
per 100 Ib. 


GOLF GOODS.—Sales are holding up 
well in spite of the lateness of the sea- 
son. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3,35 each; U. 8. 
Royal Golf Balls, $6.50 doz; St. 


Mungo Colonel Golf Balls, $6.50 doz. 
HANDLED HAMMERS AND HATCH- 
ETS.—Hammer sales are very active, 
but hatchet sales are quiet. Prices are 
firm. 


We quote from jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
$5.60 list; 3 qt., 
list; . $8. 25 list; 6 qt., 
t., $13.40 list; 10 qt., 
17.90 list; 
25.60 list; 


12 qt., $21.50 list; 15 qt., 
20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 at. 5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list; 
a qt., ot an 12 qt., $1 
, $17 list ; A $21.50 list. A dis- 
p smh 5 of 20 pod 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt. enamel, $18 per doz. Above 
prices are net. 


livery are now being placed. 


We from jobbers’ stocks, 
f.0.b. Key Clamp, Rocker, 
men's bright finish, 75c. 
pair. Clamps, Rocker, 
women's and girls’, $1 pair. Key 
Clamp, hockey, men’s and _ boys’, 
$1.20 pair. Half Key Clamp, hockey, 
women’s and girls’, $1.40 pair. Tubu- 
lar skates, men’s or Women’s, racer 
or hockey, $5.50 pair. 


LANTERNS.—A fair volume of orders 
are being received. 


We quote 
f.o.b. Chicago: 
tubular lanterns, 


| LARD PRESSES 
STUFFERS.—The fall demand is start- 
ing. 

| We quote 


quote 
Chicago: 
and boys’, 


Half Key 





from jobbers’ stocks, 
Long or short globe 
$13 per dozen, net. 


from jobbers’ stocks, 
f.o.b, Chicago: Enterprise No. 25, 4- 
qt.. $8 each; No. 31, 6-qt., $8.65 each; 
No. 35, 8-qt., $9.50 each. 
NAILS.—Dealers are buying frequent- | 
ly and in small lots, though prices are 
| quite firm and there is great saving in 
carload purchases. 


We quote 
f.o.b. Chicago: 








jobbers’ stocks, 
L Quantities com- 
mon wire and cement coated nails, 
current orders, $2.95 per keg base. 


PAINTS AND OILS.—Linseed oil and 
turpentine drop, while alcohol takes 
another little advance. 


from 
L/C 





f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 0z. machinists’ ham- 
mers, first quality, $9.20 doz.; com- | 
petitive grade, 16 oz., nail hammers, 
$6 to $8 doz. 

HATCHETS— 

We from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.: First 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.: medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—There is a good 
demand and prices are very firm. 


We quote 
f.o.b. Chicago: 


quote 


from jobbers’ stocks, 


Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. | 


HINGES.—Prices are strong but un- 
changed with the demand active. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16; 
6-in., $1.28; 8-in., $2.05; 10-in., $3.45 
per doz. pair; extra heavy = hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz, 


HUNTING CLOTHING.—Several man- 
ufacturers have advanced their prices. 
The demand is increasing as fall ap- 
proaches. 

ICE CREAM FREEZERS.—The de- 
mand is sill active and prices are un- 
changed. 





We quote from jobbers’ stocks, 
f.o.b, Chicago: 
Linseed Oil, 


per gal.; 5 barrel lots, 


Raw.—Barrel lots, 89c. 
86c. per gal. 


Linseed Oil, Boiled.—Barrel lots, 
ar per gal.; 5 barrel lots, 89c. per 
gal. 

Denatured Alcohol.— Barrel lots, 
5&8'%ec,. per gal.; steel drums, extra 
$6. returnable. 

Turpentine.—Drum lots/ 69c. per 
gal. net. 

White Lead.—100-Ib. lots, $13.75; 
50-Ib. lots, $7; 25-Ib. lots, $3.50; 12%- 
Ib. lots, $1.80. 

Shellac.—(4%4-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In_ barrels, 
3.50 to $6.75 ner 100 Ib 

lots, 7%c. per 


Dry Paste.—Barrel 
Ib. 


PREPARED ROOFING.—There is an 
especially good seasonal demand and 


| prices are very strong. 


from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared _ roofing, 2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium talc, surfaced, 
$2 per square: light tale. surfaced, 
$1.20 per square; red rosin sheathing, 
$57 per ton. 


PYREX WARE.—There is a continued 
seasonal increase in sales. 


We quote 


We quote from jobbers’ stocks. 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 
New Handled Casseroles. — Round, 
No. 622, $12 doz.; No. 623, $14 doz.: 
val, No. 632, $12 doz.; No. 633, $14 
: Shallow Oval, No. 642, $12 doz. ; 


$6 per doz.; 


$21 doz. 
6 cup, $28 doz. 


4 cup, 
$24 doz.; 


ICE SKATES.—Orders for future de- 


AND SAUSAGE 


| Corrugated 
| 17 





Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
Iced Tea Sets.—$4 per set. 


ROPE.—Manila demand is rather slack, 
but sisal is unusually active. Prices 
| are firm. 

We quote from jobbers’ stocks, 


| f.o.b. Chicago: No. 1 Manila, standard 
ard brand, 23%c. to 26c. per Ib.; No. 2 
Manila, 22%c. per lb.; No. 1 sisal, 
14%c to 16c. per Ib.; No. 2 sisal, 
13%c. to lic. per Ib. 

below 


SAWS.—Prices are slightly 
| those of last year. Sales are fair. 


} We quote from jobbers’ stocks, 
f.o.b, Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 
24 in., $3 to $4.50; 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6.50. 


SASH CORD.—The active demand con- 
tinues and prices are very firm. 





We quote from_ —— stocks, 
f.o.b. Chicago: } standard 
brands, $8.50 per Gee. hanks; No. 8 


$9.70 per doz. hanks. 

| SASH PULLEYS.—There is a satisfac- 

tory demand and prices are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common sense, 2 in., 55c. doz.; bar- 
rels, 50c. dozen; No. 110, 50c. doz.; 
barrels, 45c. doz. 

SCREWS.—Prices are unchanged, but 

/not strong. Makers complain that 

| they are without profit. 

We quote from_ jobbers’ stocks, 

f.o.b. Chicago: Flat head, bright 

| screws, 75-20-35 per cent; round head, 
brass, 6-20-35 per cent; flat head, 
brass, 72%-20-35 per cent; round 
head, brass, 70-20-35 per cent. 

SLEDGES AND WEDGES. — These 

lines are in active fall demand. Prices 

| have not changed for the past two 





| years. 
| We quote from jobbers’ stocks, 
| f.o.b. Chicago: Striking or  black- 
| smiths’ sledges, 5 Ib. and heavier, 
' 10c, per lb.; common wood choppers’ 
| wedges, 7c. per lb. 


| SOLDER AND BABBITT.—Prices are 
| unchanged and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $39 per 100 1lb.; medium 45-55 


solder, $38 per 100 Ib.; tinners, 40-60 
solder, $37 per 100 1b.; high speed bab- 
bitt metal, $20 per 100 lb.; standard 
No. 4 babbitt metal, $13 per 100 Ib. 


STEEL SHEETS.—Prices are firm on 
| quality lines with the demand good. No 
| recent price changes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 

] sheets, $4.20 per 100 Ib. 
| STOVE PIPE AND ELBOWS—COAL 
| HODS.—Fall sales are rushing, with 

some shortage of stock on the better 

grades. Prices remain unchanged. 

We uote from jobbers’ stocks, 
| f.o.b. Chicago: 28-gage, 6 in. Blued 
| Stove Pipe, 13c. per ft.; 28-gage, 6 in. 
Elbows, $1. 45 per doz.: 
in. Galvanized Coal Hods, $4.85 
dozen; 17 in. Competition Coal 
$4.35 per dozen. 


per 
Hods, 


| TRAPS.—Fall sales are starting slowly. 





We 
f.o.b. 


quote from jobbers’ stocks, 
Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.; No. 2, $3.36 per doz. 


WIRE PRODUCTS.—Orders keep up 
active volume and prices are without 
change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 8 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 
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Bright Tone to Ohio Market—Year 
Expected to Be 5 Per Cent Ahead of 1926 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, Sept. 27.—Orders received by local hardware jobbers 
in the past two weeks have been of substantial volume, and total 
sales in the month of September have been eminently satisfactory. 
The torrid spell of the last week has added immeasurably to the 
buying power of farmers, whose corn crops benefited from the heat 
wave, and dealers in the rural districts are looking forward to one 
of the best fall trades in recent years. 

Comparison with 1926 shows that sales this year continue to be 


slightly ahead of those a year ago. 


Indications are that the twelve 


months of 1927 will reveal an increase of about 5 per cent. 
Retailers are carrying fairly well rounded stocks for the fall sea- 
son, but are depending to some extent upon quick deliveries from 


jobbers’ warehouses to assist them in emergencies. 


Buying of sea- 


sonal merchandise has been fully up to normal, while shelf goods 


are moving at a fairly good rate. 


The price situation is firm, with practically no changes of conse- 


quence having been made in the past two weeks. 


Jobbers are of 


the opinion that quotations will remain on the current basis for at 


least another month. 


The retail hardware business has been moderately good and col- 


lections have been fair. 


AUTOMOBILE ACCESSORIES.—Sales 
have been maintained at 9 fairly good 
rate, although the delay in the appear- 
ance of the new Ford car has militated 
against business. Tires and tubes have 
been in brisk demand. Prices on all 
items are steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 








Tires: 830x314 29x4.40 
CROSD STHAS cviccvccvcer $5.45 megs 
Medium grade .......... 6.10 $7.55 
ORE SAREE: 0c cdsticevcs 8.75 9.65 

Tubes: 

CHORD STHGS: 2s ccccicsese 1.05 1.40 
Medium grade .... - 1.25 anes 
Best grade ....... - 1.45 1.85 

Luggage Carriers.—Light weight, 


65c. each; 60c. in lots of 10; heavy 
weight, 80c. each; 75c. in lots of 10. 
High Lustre Automobile Polish.— 
3 pt. size, $4 per doz.; 1 pt. size, 
$8 per dozn 1 qt. size, $12 per doz. 
Ford Replacement Springs.—7-leaf 
front spring, $1.25 each; 8-leaf front 
spring, $1.45 each; 9-leaf front spring, 
$1.95 each; 9-leaf rear spring, $4.55 
each; 10-leaf rear spring, $4.90 each. 
BOILER LIQUID.—Here also sales 
have been sustained on a satisfactory 
basis, and retailers are finding it ad- 
vantageous to carry liberal stocks. 
We quote from Cincinnati jobbers’ 
stocks: 
Hercules tile and porcelain cleaner, 
$2 per dozen in gross lots, $1.90 per 
dozen. 
Hercules Radiator Stop Leak, 8 
oz, cans, 1, 2 and 3 dozen cans to a 
earton, $4.50 per dozen. 
Hercules boiler liquid, quart cans, 
$2.25 each. 
BOLTS AND NUTS.—Trade has been 
of about normal proportions, and deal- 
ers are ordering material in small lots 
frequently. 
we quote from Cincinnati jobbers’ 
stocks: 


Cut-thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 





60 and 10 per cent off list; stove 
bolts, 80 per cent off list; square 
pesaeen and tap nuts, 60 per cent off 
st. 
BUILDERS’ HARDWARE.—The warm 
weather of the past week was respon- 
sible for a rush of activities in an en- 
deavor to clean up outdoor construction 
work while conditions are favorable. 
Firms specializing in contract work on 
apartment houses, schools and other 
sizable jobs have enjoyed a good busi- 
ness this summer. Price are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: 

Sash Weights.—Sash weights, $1.75. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 

DENATURED ALCOHOL.—While 
prices are being quoted for the coming 
winter, dealers have shown no interest 
in specifying against future needs. 

We quote from Cincinnati jobbers’ 
stocks: 

Denatured alcohol in 52-gal. drums, 
5le. per gal.; in lots of three drums, 
50c. per gal.; in 10-gal. lots, 72c. per 
gal.; in gallon cans, 78c. per gal. A 
charge of $6 for each drum is made, 
but this amount will be rebated when 
the empty drum is returned. 

Ivo radiator glycerine, $2.25 per 
gal. for 55-gal. drums; $2.30 per gal. 
for 30-gal. drums; $2.45 per gal. for 
3-gal. cans. 

DRAIN PIPE CLEANER.—Sales in 
this commodity have been normal for 
this time of the year. 

We quote from Cincinnati jobbers’ 
stocks: 

Economy plumber, drain pipe clean- 
er, $2 per doz. 1-lb. cans. Same in 2- 
lb, cans, $3.90 per dozen. The 1-lb. 
size is packed one, two and three 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Business has been fairly good 
in this item, and indications are that 


| 


| 





sales will continue on a satisfactory 


| basis for another month. 


We quote from Cincinnati jobbers’ 
stocks: 

28 gage, 5 in. eaves trough, $5.75 per 
100 ft.; 28 gage, 3 in. corrugated con- 
ductor pipe, $5.50 per 100 ft.; 28 gage, 

in. corrugated conductor elbows, 
$1.73 per doz. 

FILES.—Demand has been normal, and 
prices are firm. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 50 off 
a Keystone files, 70, 10 and 5 off 
ist. 

FIRE SHOVELS.—With the thermom- 
eter registering 95 degrees in the shade, 
it is little wonder that orders for fire 
shovels have indeed been meager. 

We quote from Cincinnati jobbers’ 
stocks: 

_No. 80, 56c. each; No. 56 galvanized, 
95c, each; No. 9, $1.50 each; No. 11, 
$1.65 each. 

GAME TRAPS.—This is a line which 
has been moving fairly well, and deal- 
ers are finding it profitable to handle. 

We quote from manufacturers’ 
stocks, g.o.b. factory: 

Two-Trigger game trap, $5 per 

doz.; 15 doz. per barrel; Single Grip 
No. 1, $1.88 per doz.; 35 doz. per bar- 
rel; Single Grip, No. 2, $3.35 per doz., 
18 doz. per barrel; Single Grip No. 3, 
$5.50 per doz., 15 doz. per barrel; 
Single Grip, No, 4, $6.70 per doz. 10 
doz. per barrel. 


JUVENILE VEHICLES. — Now that 
schools again are open and children are 
home from vacation trips, sales are in- 
creasing. 


We quote from Cincinnati jobbers’ 
stocks: 


Scooters.—No. 109, $2.90 each; No. 
110, $3 each. 

Sidewalk Cycles.—No. 11, $11.50 
each; No. 12, $12.75 each. 

Velocipedes.—No. 6E, $2.90 each; 


No. 7E, $3.30 each; No. 46, $7.40 each. 
LAMPS.—Orders have picked up con- 
sjderably in the past two weeks. 

We quote from Cincinnati jobbers’ 


stocks: 

Quick Lite gasoline lamps, C317, 
$7.40 each; C329, $6.25 each; C318, $7 
each; C324, $7 each; Quick Lite lan- 
terns, L327, $5.25 each; L427, $6 each. 


NAILS.—There has been no change in 
this commodity, which is in fair de- 
mand. 

We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per 100-Ib. 
keg. 

OIL HEATERS.—Dealers have fairly 
good stocks on hand for the fall sea- 
son, and a normal trade is expected. 

We quote from Cincinnati jobbers’ 


stocks: 

Nesco No. 12, $3.70 each; No. 15, 
$4.65 each; No. 016, $5.50 each; No. 
0190, $7 each; No. 505 Giant, $7.50. 


PAINT.—The fall trade has been in 
about the quantity anticipated by local 
jobbers. 


We quote from Cincinnati jobbers 
stocks: 

Ready mixed house paints, $2.75 
per gal.; linseed oil in single barrels, 
86c. per gal.; turpentine in two-bar- 
rel lots, 60c. per gal.; white and red 
lead in 500-Ib. kegs, 13%c. per Ib., 
less 10 per cent, 

















HARDWARE AGE for SEPTEMBER 20, 1927 








RADIO BATTERIES.—Sales have im- eine Gomant—-Eihesty etnatic, 3 
. et +» 12c.; in 5-lb, cans, 94%c. per Ib.; 

proved substantially since Sept. 1. in’10-Ib; cans, $c. pet Ibe in 35-1 
The betterment is attributed to the an- cans, ‘s. er Ib. ee ne ce- 
* ‘ ment, . to the case, $4.25 per 

nual Radio Show, to the opening of in 6-Ib. cans, 12 cans to the 
three chain programs from local broad- box, 8c. per lb.; in 10-lb. cans, 6 


casting stations, and to the interest in See Se TAS THM, THe. HOF Te. 
hearing the Dempsey-Tunney fight. SCREWS.—Dealers are taking small 
We quote from Cincinnati jobbers’ lots, but are buying often. Prices are 
stocks: firm. 


ow wae We quote from Cincinnati jobbers’ 
Packages Packages page eZ - Fr 
Batteries: Each Each Mathead bright screws, 85, 10, 10 
“A,” No. 6 $0.35% and 10 per cent off list; flathead blue 
“B’” No. F 05 0.97 e screws, 85, 10, 10 and 5 per cent off 
“B’” No. 5156 , 114 list; flathead brass screws, 85, 10 and 
“Ry : f . Z 5 per cent off list; round head blue 
“Bp : F : “: screws, 85, 10 and 5 per cent off list; 
“RB ; , c round head brass screws, 85 and 5 
“oR ’ . per cent off list; bright wire goods, 
: 85 and 25 per cent off list. 


s,,, No. 213 STOVE PIPE AND ELBOWS.—Ship- 
“C,” No, 23 4 0.3 ments from jobbing warehouses have 
“GT f 5 . 
oe” NO Bape :~ 4H been heavy in the past two weeks, and 
21 nates Noe: 5156, 5308, 2308, 10308, retail merchants are well stocked to 
, 5360, 5540 and 5156 are in unit i d 
packages of 6. Nos. 4156, 3156, S166 meet the requirements of the fall trade. 
and 2370 are in unit packages of 10. We quote from Cincinnati jobbers’ 
No. 6 is in a unit package of 50. pag so 29 
tove Pipe.— gage u. c. crated 
ROOFING MATERIAL.—Sales have pipe, 4 in., $9.75 per 100 joints, 29 
. gage u. c. crated pipe, 6 in., $11.75 
decreased somewhat in the past two per 100 joints; 29 gage u. c. crated 
weeks, but activities still remain on an pipe, 7 in., $14.25 per 100 joints; 28 
extensive scale. gage u. c. crated pipe, 6 in., $12.25 
: per 100 joints; 28 gage u. c. crated 
We quote from Cincinnati jobbers’ pipe, 7 in:, $14.75 per 100 joints. 
stocks: Elbows.—U. c. elbows, 4 in., $1.05 
Roofing Paper. — Light standard, per doz.; 6 in., $1.25 per doz.; 7 in., 
$1.10; medium standard, $1.35; heavy $1.65 per doz. 
standard, $1.60; light Holdfast, $1.35; 4 . 
medium Holdfast, $1.60; heavy Hold- STOVE BOARDS.—Also in this com- 
———— eee modity there has been an improved de- 
Roofing Coating.—Coal tar, refined, mand, with shipments to retailers show- 
n barrel lots, 25c. per gal.; in half ; j 
barrel lots, 28c. per gal.; coal tar, ing & heavy increase. 
crude, in barrel lots, 24c. per gal.; in We quote from Cincinnati jobbers’ 
half-barrel lots, 27c. per gal. stocks: 








Paper-Lined Stove Boards.—24 x 24 
in., $6.75 per doz.; 30 x 30 in., $9.60 
per doz.; 35 x 35 in., $14.25 per doz. 

Wood-Lined Stove Boards.—24 x 
24 in., $11.15 per doz.; 30 x 30 in., 
$18 per doz.; 36 x 36 in., $25 per doz. 


WEATHER STRIPPING. — Retailers 
are now prepared to supply their cus- 
tomers with this item. Jobbers have 
delivered large quantities to dealers in 
the last week. 


We quote from Cincinnati jobbers’ 
stocks: 

Wood and rubber weather strip- 
ping, No. 1, $17.25 per 1000 ft.; No. 
1%, $24 per 1000 ft.; No. 4, $34.50 per 
1000 ft.; No. 7, $41 per 1000 ft. 

Wood and felt weather stripping, 
No, 71, $19.50 per 1000 ft.; No. 71%, 
$27 per 1000 ft.; No. 75, $46.50 per 
1000 ft. 

rubber weather stripping, No. 
9, $2.10 per 100 ft.; No. 10, $2.85 per 
100 ft.; No. 11, $3.55 per 100 ft. 


WIRE CLOTH.—Sales have been about 
normal, and prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Black cloth, $1.70 per 100 sq. ft.; 
12-mesh galvanized, $2 per 100 sq. 
ft.; 14-mesh galvanized, $2.40 per 100 
sq. ft.; bronze in 100-ft. rolls, $5.50 
per 100 sq. ft.; bronze in 50-ft. rolls, 
$5.55 per 100 sq. ft. 


WHEELBARROWS. — Here there has 
been no notable change, dealers having 
taken small quantities to fill in stocks. 


We quote from Cincinnati jobbers’ 
stocks: 

Cheap steel tray wheelbarrow, $3.90 
each; Pan-American tray wheelbar- 
row, $5.25 each; contractor wheelbar- 
row, $5.60 each; concrete wheelbar- 
row, $6.50 each; tubular wheelbarrow, 
$6.60 each. 





Seasonal Lines Being Ordered from 


Pittsburgh Jobbers—Few Price Changes 


per gal.; Prestone, in gallon and half- 

gallon cans, $4.30 per gal.; Ivo, in 55- 

gal. drums, $2 per gal. ; 30-gal, drums, 

aoe per gal.; 3-gal. cans, $2.25 per 
al. 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, Sept. 26.—People are again thinking about the fall and winter, 
and the requirements of those seasons, and it is possible to report a fairly good 
demand for seasonal goods. Weather-stripping is coming into call, and there 
has been a resumption of the movement from jobbers’ stocks of fall sporting 
goods and of heating accessories. Meanwhile, there is no abatement in the 
demand for radio batteries, and there is a steady movement of preserving sup- 
plies and of lanterns. The latter always are wanted when the days begin to 
shorten, particularly in the rural sections. 

Price changes are not numerous. Standing out is an advance in the resale 
prices of bolts and nuts to a discount of 60 per cent, against 62% per cent 
the recent quotation. Manufacturers are firm in their insistence of the extra 
charge of 10 per cent for broken cases, and there seems to be no way out for 
the jobber but to put some of the burden upon the retailers. Jobbers have not 
yet reflected in their price the recent advance by manufacturers of hunting 
clothing, but expect to be obliged to do so soon. Little yet has been said about 
fourth quarter prices of nails and other common wire products, but when called 
upon to name prices, manufacturers are quoting the bases they established late 
in June. There have been some cases of extensions of nail contracts expiring 
Aug. 31, carrying a price of $2.50, base, per keg, Pittsburgh, to the end of 
this month. The price situation is clouded generally by the fact that not much 
contracting for the 60 days beginning Oct. 1 yet has been done. One make 
of an anti-freezing mixture for automobile radiators has been lowered 25c. 
a gallon; meanwhile, alcohol is offered to retailers at about the prices it costs 
the jobbers. New window glass discounts are out and are about a point higher, 
meaning lower prices, than the former ones. Collection reports still are mildly 


unfavorable. 
AUTOMOBILE ACCESSORIES.— | seasonal automobile accessories are not 
Prices of Ivo, an anti-freezing automo- | yet showing much life. Jobbers quote: 


bile radiator compound, have been re- Radiator Anti-Freezing Compounds. 
duced 25c. a gallon. This and other —Alcohol, in barrel lots, 49c. to 57c. 





Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 4, 35 per 
cent off list: lots of 50 or more, 40 per 
cent off list. 

ge ne onene 60c. each; good, 


Hydrometers.—Sta ndard makes, 65c. 
each, 
BATTERIES. — Radio batteries have 
been in very brisk demand in connec- 
tion with the fixing of sets for the 
Tunney-Dempsey fight and they still 
are wanted because of the World’s 
Series games, since present indications 
are that the Pittsburgh club will be one 
of the contestants. Flashlight batteries 
are seasonally active. Jobbers quote: 


Broken Unit 
Packages Packages 
0 $0.97 


No, 
packages, 32%4c, each. 
Flashlights.—No. 935, 9%c. each; 
No. 950, 91%4c,; No. 790, 18%c.; No. 
705, 28c.; No. 750, 18%4c.; No. 761, 25c. 
Ay Shot.—No. 1461, $1.67; No. 1661, 
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BOLTS, NUTS AND RIVETS.—Job- 
bers here have generally reduced the re- 
sale discount on bolts and nuts to 60 
per cent. This action has been neces- 
sary because manufacturers have re- 
fused to heed pleas for the remission of 
the extra charge of 10 per cent for 
broken cases and the jobbers are pretty 
well cleared of supplies bought on more 
favorable price terms. Manufacturers 
are adopting the plan of hilling broken 
case lots at the price plus the extra 
charge instead of making the extra a 
separate charge. For instance, sizes 
or bolts or nuts listing at $2 per 100 
pieces, hereafter are to be billed at 
$2.20 in broken cases. The strength of 
the stand of manufacturers is surpris- 
ing in view of the fact that business is 
of rather moderate proportions. Job- 
bers quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

Nuts.—All styles, 62% per cent off 


st. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE.—This dis- 
trict is having a goodly amount of new 
construction in the way of public build- 
ings and office buildings and there is a 
good deal of figuring on the hardware, 
but jobbers usually profit more from 
home than big building projects and 
just now there is only a moderate 
amount of home building. Jobbers 
quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 
32. in. x 3% in., $19; 4 in. x 4 in., 


Hinges.—Heavy strap, “6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 

8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light T, 3 in., $11 per 100 pair; 
4 in., $12.60 

Hasps. —Hinge, without screws, sin- 
gle dozen lots, 3 in., 65c. per doz.; 4% 
in., 79c.; 6 in., $1.05; safety, 3 in., 97c. 
per doz.; 4% in., $1.14; 6 in., $1.60. 

Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 

CORN HUSKERS.—This is the season 

of good demand for huskers and they 

are moving well; prices range from 75c. 
to $2.60 per doz. 


FODDER TWINE.—The harvest period 
usually means an extra demand for 
sisal twine for binder purposes and this 
year is no exception; the price to re- 
tailers is 12c. per lb. 


GAME TRAPS.—Sales are a little 
heavier with the change in the weather 
from summer to fall temperatures. Job- 
bers quote: 


: oo 
$1.38: 
Seen No. 


D sn 0, $1.10 per doz.; 

No. 1%, $2.44: No. 2, $3.36; 

* $1.59: No. 1, $1.83; coil 
spring, No. $1.28; Gibbs, 2-trigger, 
$5 per doz.; y= grip No. 1, $1.88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6.70. 

HEATING ACCESSORIES. —Items 

under this heading again are doing 

well after a lapse resulting from sum- 
mer temperatures at a time of year 
when fall weather usually prevails. 

Jobbers quote: 

Stove Pipe and Sows, — Bae 
quality nested stove pipe, 3 in., $2.75 
he? ‘ in., $2.90; 5 in., ‘$3. a4% 

, $3.57; 8 in., $4.17; elbows, eor- 





rugated, 3 in., $1.01 per doz.; 4 in., 


$1.13; & in., $1.30; 6 in., $1.42; 7 2 
$1.95. 

Dampers and Flue Rings.—Damp- 
ers, 3 in., $1 per doz.; a 4 in., $1.10; 
5 in., $1.20; 6 in., $1.35; 7 in., $2; flue 
ane 3 in., $1 per doz. ; in., $1.25; 

in., $1.90; 6 in., $2.20; 7 in., $2.75. 

Coal Hods. — Galvanized, 16 ‘in, 
$4.30 per dozen; 17 in., $4.75; 18 in., 
$5.25. 

Coal Chutes.—Black, 8 ft., $6 each; 
10 ft., $7.50; 12 ft., $9. 


HUNTING CLOTHING.—Fairly good 
demand is noted, stimulated to some ex- 
tent by the fact that jobbers have not 
yet put into effect the recent advance 
of 10 per cent in prices made by manu- 
facturers. Jobbers quote: 

Coats, $2.25 to $6 each; vests, $1.20 


to $2 each; trousers, $2.25 to $4 per 
pair. 


LANTERNS. — Demand, particula:ly 
from the farming districts, is increas- 


ing as the days grow shorter. Jobbers 
quote: 
Monarch lanterns’ with white 


globes, $8 per doz.; with ruby globes, 
$10 per doz.; Little Giant lanterns 
with white globes, $11 per doz.; with 
ruby globes, $13 per doz.; D’Lite, $13 
per doz.; junior wagon, $17.25 per 
doz.; Coleman, gasoline, No. 327, $5.25 
each; No. 427, $6. 


PAINTING SUPPLIES. — Prices are 
unchanged. Busines sis making a good 
showing compared with this time last 


year. 

Prices to retailers: Ready mixed 
paints, best grades, ¢2.60 per gallon; 
lower grades, $2; white lead, 13%c. 
per lb. in 100-Ib. lots; 10 per cent less 
in lots of 500 Ib. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 70c. per gal. in barrel lots ; 
raw linseed oil, 12.1c. per lb. in bar- 
rel lots. 


PRESERVING AND BEVERAGE 
SUPPLIES.—Very steady demand still 
is reported in these lines by local job- 


bers, who quote: 

Bottles and Caps.—Quarts, $9.50 per 
gross; caps, 20c. per gross; stoppers, 
$2.25 per dozen; cappers, $10.50 per 
dozen. 

Strainer Sets.—Eveready in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 
$4 per dozen. 

Scales.—U niversal, 1021, $1.25; 
No. 11021, $1.55; No. $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 per gross; 
quarts, $10.10; 2 quarts, $13.15. 

Jar Rubbers.—Double lip red, 80c. 
per gross. 

Canning Racks.—No. 1, 


No. 
19221, 


single jar, 


70c. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrenches, 75c. per doz. 
Fruit Presses. — Enterprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.30; 12 qt., $6: Brighton, 2 qt., 
$2.60 each; 4 at., "$4.25 : 10 qt., $7. 
Cider Presses.—Eagle, single tub, 


$12.10 each; Eagle er in $24; Cant- 
clog, single tub, $14. 


Meat Choppers. an vp No. 12, 
$5.25 each; No. 22, $9: No. 32, $11 list, 
less 25 and 5 per cent. 

Food Choppers. — Universal, No. 0, 
$1.25 each; No. 1, $1.55; No. 2, $1.90; 
No. 3, $2.40, 

Kraut and Slaw Cutters. — Slaw 

cutters, Rapid, $3 per doz.; No. 625, 
3.60; No. 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 

Oak Kegs.— 

Red White White Oak 

Oak Oak Charred 
ey | ree $1.35 $1.45 $2.40 
ROCMEL, «6 e.d0s 1.80 95 2.85 
i | rrr 2.00 2.15 3.20 
20-gal, ..... 2.25 2.45 3.75 
ae 2.65 2.85 4.35 
20-gal. ..... 2.85 3.00 4.50 
ot re 3.75 4.20 6.50 


SHEET METAL.—Not much activity is 
noted by local jobbers. Prices are steady. 


We quote sheet copper at 22c. per 
Ib. from jobbers’ stocks in lots of 300 
lb. or more and 26c. per Ib. in single 


sheets; sheet zinc, 11c. per Ib. in loose 
sheets, 10c. in 100-lb. casks; 9.80c. in 
300-Ib. casks, and 9.80c. in 600-Ib. 
casks. 





SHEET STEEL.—Sales by jobbers are 
making a good showing in comparison 
with those of last year. There seems to 
be some uncertainty in mill prices, but 
no formal price reduction has been an- 
nounced and deviations usually are 
surrounded by special considerations. 
Warehouse prices in this district are 
well maintained, but in some other cen- 
ters jobbers are passing on the advan- 
tages of purchases made at lower mill 
prices than now prevail. 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
$4.85 base per 100 lb.; corrugated No. 

28 gage, 2% in., $4.55 per square; one 
pass cold rolled black, No, 24 gage, 
$4 base per 100 Ib. Armco Ingot iron 
galvanized flat. No. 24 gage, $5.65; 
Toncan metal galvanized flat, No. 24 
gage, $5.65; all for lots of one to nine 
bundles. 

SOLDER.—The market is weak and 

lower in sympathy with the tin market, 

with jobbers now quoting half and half 


at 39c. per Ib. 


STEEL WINDOW VENTILATORS.— 
This line continues to show expanding 
sales in keeping with the desire to keep 
homes and office from getting stuffy 
when the heating systems are started. 
Jobbers quote: 


a 01, $4.40 per doz.; No. 02, $4.80; 
No, 1, $5.20; No. 2, $5.60; No. 3, $6.40. 


WEATHER STRIPPING.—This is the 
active season for this line and already 
it is finding its place in window and 
shop displays and sales are mounting. 
Jobbers quote: 


Meta-Felt, % in., $19.50 per 1000 ft.; 
% in., $26 per 1000 ft.; cushion, all 
felt, No. 18, $2.40 per 100 ft.; No. 19, 


$2.85 per 100 ft.; No. 20, $3.25 per 100 
eet. 

WINDOW GLASS.—Resale discounts 
based on the recent reduction by manu- 
facturers have been announced. Single 
strength, A grade, now is quoted at 86 
per cent off list, B at 88 per cent off 
list; double strength A at 87 per cent 
off list and B at 89 per cent off list. 


WIRE PRODUCTS.—Jobbers are not 
moving many nails and do not yet find 
much expansion in their sales of fence 
and fencing materials. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire. 
(per 100 Ib.) Annealed Galvanize d 
Nos. 6 to 9 gage...$3.00 e 
OD scdvcccccvces WcOe 3.5 
3.55 


3.65 





Barbed wire (per 
io ae)” er re” 
bib ts eeneedyeanceneded a 310 
4-point hog 3.35 
4-point cattle é 
2-point cattle (special).......... 2.2 

Field Woven Wire Fence (per 100 


cece ecececccencccesscc cs sGaae0O 





"Pp oultry : 
Ph REE gcccsersegudcrtunetanvsp’s $35.60 
ED OT SE Aner Pry Pr er or 43.00 
eer 48.50 

Steel Fence Posts: 

Galvanized 
tubular 

Sees edececodel 50c. each 
Mepis wink Ko-siaee wee 55e. each 38c. each 
| Ree ae 65c. each 40c, each 
PUREE 05 00h ns Rxkesehenaes 45c. 

Bright nails, base, per keg, $2.85 
to $2.9 


Painted 
formed 
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New England Retail Trade Still Backward. 


in Covering Their Futures Requirements 


(Boston office of HARDWARE AGE) 


BOSTON, Sept. 21.—It has not been all business with the New 
England retail hardware dealers the past week. Since last reports 


they held their annual outing at Swampscott. 


While sunshine was 


lacking nothing else was and the affair was counted as one of the 
largest and most enjoyable ever staged by the retailer’s association. 
Reverting to business, jobbers say the retail trade is still backward 


in covering its futures requirements. 
Certain jobbers say the trade seems rather 


difficult to explain. 


Just why this should be is 


doubtful about business during the last quarter of 1927 and early 
months of 1928, although everywhere people talk optimistically and 
nobody comes out with a really pessimistic statement concerning the 
business outlook. Other jobbers say the retail dealer is not as con- 
cerned about his own business as he is that of the manufacturers, 


and that fact explains why futures are not selling more freely. 


It 


is felt that competition among manufacturers this fall and early in 


1928 will be exceptionally keen. 
And it is still felt there is no real need 


might happen to prices. 


It is also felt almost anything 


to commit oneself on futures just now. 


As mentioned last week, there are exceptions to every rule. 
The New England retail hardware trade is go- 


are a case in point. 


Toys 


ing in for toys on a big scale, and many of them who formerly bought 
in the New York market are purchasing this season from Boston 


jobbers. 


ing into the game heavier than ever this year. 
fore sold toys will do so this year. 


Retailers, who formerly handled toys, apparently are go- 


A lot who never be- 





ASH CAN TRUCKS.—There is a very 
good call for all kinds and makes of 
ash can trucks, and jobbers’ stocks are 
melting rapidly. 
We quote 
stocks 


Ash Can Trucks.—Little Man, $30 
per doz. net; Senior, rn 


ASH SIFTERS.—It is quite apparent 
many retail dealers last winter cleaned 
up well on ash sifters, otherwise local 
jobbers would not receive the large 
number of orders for them they are 
receiving today. 


We quote 
stocks: 

Ash Sifts.—Triumph, less than two, 
$2.35 each net; crates of two, $2.17; 
Success, $6.50 per doz. net; Square, 
in dozen lots, $5.75 ner doz, round, 
No. 19, $3.68; Favorite, $6 per doz.; 
Rapid, $8.40. 


CARPET BEATERS.—There is a small 
yet consistent demand for carpet beat- 
ers, presumably because many families 
returning from summer seasons at the 
shore or the country find it necessary 
to clean rugs. 

oe quote from Boston jobbers’ 


from Boston jobbers’ 


from Boston jobbers’ 


st 
Carpet Beaters.—No. 11, tin, $2 per 
doz. net; No. 12, $1.50. 


CEMENTS.—All kinds of cements are 
wanted by the retail trade. The de- 
mand for patching plaster is exception- 
ally active, and crack fillers also are 
moving out of jobbers’ stocks in good 
volume. 


We quote from Boston jobbers’ 
stocks: 


-are of sizable proportions. 





Stove Lining.—Rutland, No. 3, 


per doz.; No. 6, $3.60; No. 10, $5.04. 

pe patching Plaster.—No. 3, $1.80 per 
- uae 6, $3; No. 10, $4.20; o. 

prank Filler.—No. 1, " Bree doz. ; 

No. 2, $3; No. 3, $4.20; 

Furnace EF ie Aad in Sab, 
cans, 9c. per Ib.; in 5-lb. cans, 7c. 
per ib. 

Roofing Cement.—in 1-lb. cans, 15c. 
per lb.; in 3-lb. cans, 13c. per Ib.; 


in 5-Ib.” cans, 12c. per Ib. 
Iron Cement. —In 3%-oz. packages, 
$14.49 per gross. 
Liquid Roof Cement.—In 
containers, $1.20. 
Pine Joint Cement.—In.1-Ib. pack- 
ages, 20c 
COAL HODS.—Each day finds a greater 
movement of coal hods out of jobbers’ 
warehouses. Some jobbers say buying 
is considerably in excess of a year ago; 
others just about on a par; collectively 
business appears better than normal. 


We quote from Boston jobbers’ 
stocks: 

Coal Hods.—Galvanized, with wood 
handle, No. 515, $4.44 per doz. net; 
No. 516, $4.80; No. 517, $5.15; No. 518, 
$5.63. Japanned, No. 6, $3.44 per doz. 
net. 

CONDUCTOR PIPE.—Retail and job- 
bing sales of conductor pipe and elbows 
Some au- 
thorities say we have just about 
reached the peak of the fall buying 
movement; others take exception to 
that statement. 

a! quote from Boston jobbers’ 
stoc 

Conductor Pipe.—Steel, 28 gage, 2 
in lots of 250 ft., 18c. per ft. list; 


20c. Discount, 60 and 15 per 
Toncan, 28 gage, 2 in., 18c.; 3 


gallon 


in., 
in., 
cent. 





Discount 45 and 10 per cent. 
Sheet steel, 28 gage, 2 in., 18c.; 3 in., 
20c. Discount, 75 per cent. Higher 
prices are asked for smaller lots. 

Elbows.—Round, corrugated, steel, 
28 gage, No. 2, 2 in., 30c. each list in 
lots of 300; 3 in., 36c. No. 3, 2 in., 
30c.; 3 in., 36c. Discount, 60 ‘and 10 
per cent. Toncan iron, No. 2, n., 
40c. each list in lots of 300; 3 in., 
48c., No. 3, 2 in., 40c.; 3 in., 38c. Dis- 
count 55 per cent. Higher prices 
are asked for smaller lots. 


GALVANIZED WARE.—As is usual at 
this time of the year, the demand for 
all kinds and makes of galvanized ware 
is slowly expanding. Retail dealers are 
taking a good assortment of stuff, but 
limiting the size of purchases of each 
individual item. Ash and garbage cans 
are the best sellers just now. 


We quote trom Boston jobbers’ 
stocks: 

Ash Cans.—National Enameling & 
Stamping line, No. 171, $3.12 each 
net; No. 181, $3.50: No. 190, $4; six 
ribs, No. 0180, $2.25. Reeves line, in 
lots of 25, No. 260, $1.80 each net; 
No, 26, $3. ‘50; in lots of less than 25, 
No. 260, $2 each; No. 26, $3. 80. Hill- 
son line, No. 7, $14 a doz. net; No. 
1724, $24; No. 1800, $31 

Garbage Cans. sho. 4, $1.05 each 
net; No. 2, $1.44; No. $1.68. Reeves 
line, 3 ay $6. 72 per & net; 5 gal., 
$9.36; 7 gal., $11.28; 10 gal., 312.84 
Underground, 11 gal., $9.75 each net; 
13 gal., $12.25; No. 15, $10. Refuse 
container, 14 x 22 in., 311 each net. 


GUNS AND AMMUNITION.—Jobbers 
have reduced prices on drop shop 10c. 
per case and bag, to conform with new - 
lists issued by the producers. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Boy Scout, in tubes, 
$4.15 per case net; B and larger, $2.55 
per bag. 

Shot Guns. —Single barrel, Excell, 
12 and 16 gage, 28 in., with ence gs 


in., 20c. 


in lots of less than 10, $7 each net 
in lots of , $6.85. 
Rifles.—Hamilton, .22, with bolt 


action, No. 43, $2.60 each net. 


LAMPS.—So great has been the de- 
mand for lamps, certain jobbers have 
found it necessary to replenish stocks. 
There was a time when most of the pri- 
vate and municipal electric lighting 
companies provided lamps to customers 
free of charge. Very few of them do 
so today, and a great many consumers 
prefer to buy from the retail hardware 
dealer than from the lighting com- 
pany. 


We quote from Boston jobbers’ 
stocks: 
Lamps.—Bulb, Champion line, 110, 
115 and 120 volts, list: 
Clear Inside 
Glass Frosted 
23c. Kae 
ies 23c. 
25c. 23c. 
25c. 23c. 
25c. 25e. 
30c. 25c. 
45c. re 
50c, 40c. 
60c. ‘ee 
80c. 





Miscellaneous.—Mill type clear, "25 
watt, 25c. each list; 50 watt, 25c. 
Flame tint, 25 watt, 38c. 

Discounts.—In less than standard 
packages, 25 per cent; in standard 
packages, 30 per cent. 


LAWN MOWERS.—Jobbers announce 
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prices on the Blair Mfg. Co., Spring- 
field, Mass., line of lawn mowers. 
We quote from Boston jobbers’ 
stocks: 


Lawn Mowers.—Plain line, Hercules, 
roller bearing, 16 in., $18.25 each net; 


18 in., $19.50; 20 in., $20.75. Pilgrim, 
roller’ bearing, 16 alike $16.25; 18 in., 
$17.50; in., Automatic, 
style 11-5. 16 in., yo! is in., $13; 2 


in., $14. Style 10-4, 14 in., $9.75; 16 in., 
$10.50; 18 in., $11.25; 20 in., $12. Style 
9-4, 14 in. ’ $9; 16 in., $9.50; 18 in., $10; 


20 in., $10.50. Universal, ball bear- 
ing, Grand, 16 in., $14.25; <? in., 
$15.50; 20 in., $16.75. Giant, in. 
$9.75; 16 in., $10.50; 18 in., $ 135: 2b 
in., $12. High wheel, 14 Mi 9: 
in., $9.50; 18 in., $10; 20 my Hise 
Special, style 8- 4: 14 in., $8.5 16 in., 
$8.90; 18 in., $9.30. Spec til "banbes’ 
style 8-3, plain bearing, 12 in., 
$5.40; 14 in., $5.80; 16 in., $6.20; 18 
in., $6.60. 


PAINTS.—Mixed paints are going quite 
well, according to jobbers. Several of 
the Boston retail dealers are having 
excellent displays of paints in windows 
and securing encouraging results. Paint- 
ing of things about the house by spray- 
ers is growing rapidly in popularity. 


We quote from Boston jobbers’ 
stocks: 

Ready mixed paints, per gallon, 
net: 


Regular Colors.—Gallon containers, 
$3.10; % gal., $3.25; ™% gal., $3.40; 
pints, $3.70; ™% pints, $4.30. 

Outside White.—Gallon containers. 
$3.30; % gal., $3.45; 4% gal., $3.60; 
pints, $3.90; % pints, $4.50. 

Inside White.—Gallon containers, 
$3.30; % gal., $3.45; ™%4 gal., $3.60; 
pints, $3.90; % pints, $4.50. 

Dark Green.— Gallon containers, 
$3.55; % gal., $3.70; 4% gal., $3.85; 
pints, $4.15; 1h pints, $4.75. 

Permanent Green.—Gallon contain- 
ers, $3.55; % gal., $3.70; %4 gal., 
$385; pints, $4.15: % pints, $4.75. 

Vermilion.—Galion containers, $4.30; 
Y% gal., $4.45; ™% gal., $4.60; pints, 
$4.90; \% pints, $5.50 


POTATO HOOKS.—This is the time of 
year when New England.begins to dig 
its potato crop. Indications are the 
crop will be smaller than anticipated 
owing to rot and blight, but the demand 
for potato hooks apparently is just as 
heavy as it was last year. 


We from Boston 
stocks: 


quote jobbers’ 





Potato A ag age 
No. 6, $12.80; No. 5BN, $11.85; 
6BN, $13.05. 

POULTRY SUPPLIES.—Brooders are 
moving rather slowly, say jobbing 
houses, and the demand for incubators | 
is only fair. In contrast, there is an | 
active call for other poultry supplies, 
particularly for feeders and drinking 
fountains. 

We quote from Boston jobbers’ 
stocks: 

Brooders.—Rite Heat, oil burner, 
wickless, No. 101, $18.55 per doz. net; 
No. 102, $22.05. Oil burner, Blue 
Flame, No. 27A, $12.25; No. 28A, $14; 
No, 80, $13.30; No. 81, $15. 05. Coal 
burners, Standard, No. 117, $11.55; 
No. 118, $15.05; No. 119, $18.55. Elec- 
tric burners, No. 90, $10.15; No. 91, 
$13.83; No. 92, $17.33; No. 93, $20.65. 

Incubators.—Mammoth, No, 40, $175 
each net; style E, No. 14, $11.50; No. 

H _ 17, $25.73. Standard, 
$26.2 No. 2, eres No. 3, 
$40. 43; No. 4; 's47; No. 5, $74.9 
ROPE AND TWINE.—In aatiniie 
with the recent advance in the price of | 
manila rope, local jobbers have re- | 
vised prices on sisal rope and twine. 
Lath yarn prices remain 2s heretofore. | 


5, $11.85 a doz.; 
No. 





We quote from Boston jobbers’ 
stocks: 
Rope.—Manila, 25c. per Ib., base; j 
sisal rope, 16c. | 
Lath Yarn.—Sisal, C130, 18c. per | 
yb. net; D200, 19c. ' 
Twine.—Hemp, in % lb. balls, No. | 
12, 40c. per Ib. net; No. 18, 35c.; No. 
24, 33c.; No. 36, 32c.; No. 48, 3lc.; in 
y% lb. balls, No. 18, 33c.; No. 24, 32c. 
Marlin, in 1 Ib, balls, No. 4%, 27c.; 
No. 6, 24c.; in 2 1b. balls, No. 8, 22¢.; 
cotton, 3 ply, IXL, 40c. 


SKATES.—The demand for ice skates | 
continues to lag, and retail buying of 
roller skates is not nearly as active as 
jobbers anticipated. One of the large 
Boston department stores is advertising 
roller skates in an effort to start the 
public buying ball rolling. The retail 
hardware dealer should do a little root- 
ing for himself. 


We quote 
stocks 

Ice Skates.—Union line, men’s No. 
5244, $1.36 per pair net; No. 42414, 
$1.74; No. 924, $3.31; No. 1924%, 


’ 





from Boston jobbers’ 


| wearing off, etc. 


$3.12; No. 1624, 89c.; No. 1624%, $1.24; 
No. 1824, $2.06. Hockey and figure 
No. Ox3, $2.69. Canadian hockey, 
No. 514, $1; No. 7, $1.67. Ladies’, No. 
52, 97c.; No. 5624, $1.17; No. 5624%, 
$1.49; No. 5724%, $1.92; No. 59241, 
$3.50; No. 52414, $1. 62; Children’s bob 


skates, 45c. 

Roller Skates.—Union line, 
70c. net per pair; No. 3, 75c; 
$1.10; No. 5, $1.45. 

STEEL GOODS.—tThere is a very fair 
demand for certain kinds of steel goods, 
more particularly manure forks. Cur- 
rent business is at old prices, jobbers 
not having put into effect new prices to 
correspond with lists recently issued by 
manufacturers, which most likely are to 
apply to business booked for next 
spring use. 

WASH BOILERS.—Wash boilers are 
moving out of jobbers’ stocks more 
freely than they have in some time, 
but the market can hardly be called ac- 
tive. Business is so much better than 
it has been, however, jobbers call at- 
tention to the fact. 


No. 2, 
No. 10, 


We quote from Boston jobbers’ 
stocks: 

Wash Boilers.—Tin, No. 81X, $23 
per doz. net; No. 81XX, $27.75; No. 
91X, $24; No. 91XX, $29.45. 

WATCHES.—The Ingersoll interests 


have placed on the market a new watch 
known as the Waterbury chromium, two 
styles, plain dial and radolite dial. The 
company says that owing to the finish 
of the watch there is no danger of rust, 
The plain dial watch 
jobs at $3.33 each net and retails at $5, 
while the radolite jobs at $4 and re- 
tails at $6. 


We quote 
stocks: 
Watches.—Ingersoll line plain dials, 
$1.02 each net; Eclipse, $1.67; Junior, 
$2.17; Midget, $2.17; Wrist, $2.33. 
With radiolite dials, Yankee, $1.50: 
Two in One, $1.67; Eclipse, $2.17; 
Midget, $2.50; Wrist, $2.67; Water- 
bury Chromium, plain dial, $3.33 each 
net; radiolite dial, $4. New Haven 
line, Tip-Top, plain, $1 each net; ra- 
$1.48; Tip-Top wrist, plain, 
radium, $2.62. New Haven, 
Sports timer, $1.65. 


from Boston jobbers’ 


95c. 


Up-to-Date Window Displays Have 


HOW windows of progressive business concerns are 
being used to educate the public, according to a re- 
It tells of a dealer 
in thermometers and barometers who has a window dis- 
play that affords the passers-by a miniature weather 


cent item in the New York Times. 


Bureau Service. 
“Many concerns,” 


mobile. 


vacuum cleaner. 
draws a crowd. 


veyor.” 


the article states, “are making their 
show windows serve a double purpose. 
naturally must be primarily an advertising medium, but 
very often the window shoppers find that their store of 
general knowledge is increased by what they see. 
motor car company shows a chassis cut in half, giving 
an insight into the working mechanism of the auto- 
Furniture houses give window courses in house- 
keeping, from the making of the bed to the oiling of the 

Action in a show window always 
One firm recently installed a furnace 
in the window to demonstrate its automatic coal con- 


Educational Value 


The display 


One 


attention at least. 


If education and action are two important factors in 
the up-to-date window displays, surely the hardware 
dealer has facilities enough at his command and in stock 
to make his show windows the talk of the town 

He carries many articles of merchandise the use and 
construction of which a large number of people in his 
community are unaware. 
of housewives, particularly those of the older genera- 
tion, are ignorant of the big improvements which have 
been made in gas ranges—the simplified lighting arrange- 
ments, the oven thermostats, the oven reflector, etc. Their 
experience with gas ranges may be vast but not varied, 
and a demonstration of an up-to-the-minute range in the 
show window of the hardware dealer would get their 


For instance, a large majority 


In the household goods department 


alone of the hardware store there are many articles which 
could be demonstrated with great advantage to the dealer 
and educational value to the public. 
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Fall Merchandising in Demand in 
Northwest Markets—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Sept. 27.—With the coming of cooler weather, the 
turn toward fall merchandise is more marked, and dealers are be- 
ginning to feel the change in the lines of merchandise in demand. 
The hunting season has opened, with the usual rush for shells and 
hunting equipment and supplies. From first reports, it is evident 
that this will prove to be a good year for game birds, and this is 
stimulating the demand. 

Crop reports from nearly every section of the district tributary 
to the Twin Cities continue to be very good. Corn in many dis- 
tricts, thought a few weeks ago to be a failure, has come ahead 
rapidly, although the yield will be far below the average. 

Prices are firm in nearly all lines. Carriage and machine bolts, 
window glass and solder all show slight declines. Other prices are 
steady as last quoted. 





stocks well assorted. Prices show no 
changes. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes at 75 per cent from lists. 


BUILDING PAPER.—Sales are good, 
with building progressing at a fair pace 
for the fall season. Stocks are well 
filled, with prices firm. 


AUTOMOBILE TIRES.—Demand still 
is very good, although the heaviest part 
of the season is past. Stocks with deal- 
ers are being graded down in propor- 
tion. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 





eee: res ee 410 98 ts: — 
alloon tire x 4.40, x | We quote from jobbers’ stocks, 
5.25, $15.95; heavy duty, 32 x 620, | fob. Twin Cities: Red rosin sized 


$26. 15: tan tubes, 30 x 3%, $1.70; 32 x 20 


4, $2. 60: 34 x 4%, $3.25: Lotisen tive sheathing paper in all weights, 


to 40 Ib. at $2.75 cwt., and tarred felt 


tubes, gray, 27 x 4.40, $1.90; 29 x 4.40, 
$2.95: 30 x 5.25, $2.70: 32 x 6, $3.20: at $3.10 cwt., net. ite 
32 x 6.20, $3.70 each net. CHAIN.—Sales are beginning to be 


noticed for log and other chains. Stocks 
are in place for the fall demand. Prices 
have not changed. 


AXES.—Call for axes is increasing 
with the coming of cooler weather. 
Stocks are well filled, and prices are | 


firm. | We quote from jobbers’ stocks, 
| 2. . 1 

We quote from jobbers’ stocks. ioe. a is. Key hry 

f.o.b. Twin Cities: Single bit base | $10.15: Proof coil chain, % in.. $12: 

weight axes, $16; double bit base % in., $8.90: 16 in., $8.30 and % in. 

weight, $21.50; Plumb Dreadnaught, $9.85 ‘cwt.. net. ’ 


single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 


BALE TIES.—Sales are not yet started 
to any extent. Dealers are expecting a 


COAL HODS.—Retail ‘sales are start- 

ing, and dealers are prepared for the 

demand. Prices are firm as quoted. 
We quote from jobbers’ stocks, 


good demand. Prices are unchanged. f.0.b. Twin Citien: go2Panned open 
7 ’ s in., $3.35; 18 in., $3.85; 

We quote from jobbers’ stocks, coal hods, 17 in., $3.35; +s ; 
f.o.b. Twin Cities: Single loop bale a — 17 in., pod + 4 
ties, 94 = 14, $L64; Sie x lor Siar; | $490: galvanized, open: 17 In. $4.6 
9% x 14, $1.37 per bundle net. $6; 18 in., $6.80 per dozen, net. ; 


BOILER LIQUID, TILE CLEANER 
AND RADIATOR STOP LEAK.— 
Sales are showing a fair volume, with 


DAMPERS.—Call for stove goods is 
starting, with the beginning of colder 


; weather. Stocks are ready, with prices 
stocks ample for the call. Prices have ys P 
unchanged. 
not changed. 3 ; 
% 2 We quote from jobbers’ stocks, 
We quote from jobbers’ stocks, f.o.b. Twin Cities: Cast iron, 6 in.. 
f.o.b. Twin Cities: Hercules tile and wood handle dampers, $1.40, and cast 
a. eg kT —. —_ than iron, coil handle, 6 in., $1.20 doz., net. 
gross iots, an ° OZ. n gross = 
lots; Hercules Radiator Stop Leak, DRAIN PIPE CLEANERS.—There is 
8 oz. cans, 1, and 3 dozen cans to : : 
the carte, 458 Gentn: Blercules a steady demand for this merchandise 
boiler compound, quart cans, $2.25 which is becoming recognized by hard- 
each. : ware men. Prices are steady as last 
BOLTS.—Demand is steady and shows | quoted. 
a fair volume. Stocks are well filled. We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 lb. cans, $2 per 
doz.; 2 Ib. cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 


Prices are slightly lower. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 


chine bolts, all sizes, 60-5 per cent; 


ton and the 2 Ib. size is packed 1 and 





showing some decline. Stocks are well 
filled, with prices unchanged. 


We quote from jobbers’ stocks, 

ag ag Cities: Eaves trough 28- 
. S&S. B., slip joint, in crates, 

$5. éo° Fa 100 ft.; conductor pipe, 28- 

ga., 3 in., in crates, not nested, $5.40 

per 100 ft.; 3 in., $1.73 doz., net. 
FIELD FENCE.—Sales are developing 
for farm fencing, as the harvesting 
work gives way to other farm activities. 
Prices on fence show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 10 ga., 
top and bottom, 13 ga. intermediate, 

6 in. stay, 26 in.’ $27.93; 32 in., $32.40; 

39 in., $52.93; 47 in., $59.74 per 100 

rods, net. 
FILES.—Sales are steady and show a 
good volume. Stocks are well assorted, 
with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 

GALVANIZED WARE. — Demand is 
growing for ash cans and tubs. Stocks 
are well filled, with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8; 

3, $9. ss _ aeey, tubs, No. 1, $12. 60; 
No. 2, $13.8 , $15; Standard 10 
qt. pails, 32. ‘sb 42 ‘at., $2.90; 14 qt., 
$3.25; stock pails 16 ‘at., $4.70; and 
18 qt., $5.50 per doz., net. 
GLASS AND PUTTY.— Dealers are 
well stocked for the demand which is 
just starting. Prices are slightly lower 
than last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: A grade window 
glass, single and double strength, 
Minnesota prices, 87 per cent, and 
strictly pure putty in 50-Ib. contain- 
ers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Sales 
of tools of this description are fairly 
good. Stocks are well filled, with prices 
firm. 

We quote from 
f.o.b. Twin Cities: 
nail hammers, $12.60; 
HF81, $12; Plumb, No. 
Riverside, No. 611%, 
broad hatchet, No. 2, $ 
ling, No. 2, $12.50; Claw, 
doz., net. 

LAMPS AND LANTERNS.—Demand 
is steadily growing, with stocks being 
filled for the fall and winter trade. 


Prices have not changed. 


jobbers’ stocks, 
Maydole No. 11% 
Plumb No. 
HF145, 
$12; 

16.40; 
No. 2, 


shing- 
$13.75 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


NAILS.—Demand still is good, with 
dealers buying carefully to keep assort- 
ments up. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-Ib. 
kegs at $3.10 per keg, base, net. 


OIL HEATERS.—Demand is showing 
rapid growth, and dealers are filling 











BRADS 





stove bolts, 75-10 per cent; and lag 
een, 60 per cent from standard 
lists 


—Demand is still good, with | 


their stocks for the expected sales of 
the next few weeks. Prices have not 
changed. 


2 dozen to the carton. 
EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Call for this line is 





Reading matter continued on page 56 
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Have You SEEN Qur SILENT SALESMEN? 





DASCO Silent Sales- 
men are a big help 
to the retailer. They 
are constantly on the 
job, creating steady 
consumer interest. 


Send for a_ catalog of 
DASCO products today. 
Illustrations and complete 
details are given therein. 








Correcting a Serious Mis-statement — 


False statements have been 
persistently circulated in hard- 
ware trade circles to the effect 
that the Damascus Steel Prod- 
ucts Corporation has sold out 
its business and moved to an- 
other city. 


Such statements are absolutely 
without foundation. DASCO 
products are still being manu- 
factured as always in our own 
Rockford factory. So well rec- 
ognized is Dasco superior qual- 











Quality is 
abused word. 
body claims they have 
it. We prove it— 


DASCO 


ity that day and night shifts 
are necessary to keep up with 
our orders. 


We have recently added hand 
made stainless steel knives to 
our line. They are the result of 
over two years’ experimental 
work, and are the finest quality 
stainless steel articles on the 
market. They are guaranteed 
to hold a keen cutting edge, 
the same as all other DASCO 
products. 


DASCO 


DAMASCUS STEEL PRODUCTS CORPORATION 


Rockford 


Illinois 


a much 


Every- 


products 


speak for themselves. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters No. 12, $5.50; No. 15. $7.00; 
No. 016, $8.25; No. 0190, $10.50; No. | 
151, $7.50; No. 0161, $8.75; No. 0191, | 
$11.00; No. 505 Giant, $11.25; No. 605, | 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Paint- 
ers are busy with fall outside painting, 
and with some interior work. Dealers 
are finding a good demand in the paint 
line at present. Prices have not 
changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.55 per gal., in one-gallon 
cans; second grade house paint at 
$2.00 per gal., in one-gallon cans, and 
white lead in 100-Ib.: containers at 
$12.48 cwt. 


PUMPS.—Sales are showing a fair 
volume, with stocks ample for the call 
Prices are firm as last quoted. 

We quote from jobbers’ stocks, 





in good condition. Prices are steady as 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. Ib., base, and best 
grade sisal rope at 17c. Ib., base. 


SANDPAPER.—There is a good de- 
mand for this material, with carpenters 
and decorators. Stocks are well filled, 
and prices firm. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
85c. per box of 100 sheets; second 
grade No. 1, 77c. per box of 100 
sheets, and garnet No. 1, $16.75 per 
ream, net. 


SCREWS.—Sales are showing a good 
volume, with stocks being kept well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent: round head 
blued, 80-15; flat head _ brass, 80-10, 
and round head brass, 75-20 per cent 
from lists. 


f.o.b. Twin Cities: Deming No. 440, /SNOW SHOVELS.—Dealers are pre- 


plain spout windmill force pumps, 
6-in, stroke, $6.85: adjustable stroke, 
$7.50; No. 495 Underground discharge |® 
winds force, adjustable stroke, 

$14.35; No. 4157 $14.65; No. 103 hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


PYREX OVENWARE.—Call for this | 
class of merchandise is steady, with | 
stocks well filled for the fall trade. | 
Prices are steady and firm. 


We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. | 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 ‘pie Dilates, 67c.; | 
No. 209 pie plates, 60c.; No. 231 utility 
dishes, 67¢c.; No, 12 tea pots, $1.67; 
No. 26 tea pots, $2.33; and No. 953 





pared, with their initial orders, for the 


early call in this line. There is no 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40: steel blade, 
straight handle, ag 15; galvanized 
steel blade, 151 17, 1D handle, 
$10.00, and same, ata x 21, $10.65 doz., 
net 


SOLDER.—Demand is fairly good, with 
ample stocks on hand. Prices are 
| slightly lower than last reported. 


We quote from jobbers’ stocks. 
f.o.b, Twin Cities: Strictly half and 
half solder at 39%c. lb.: and war- 
ranted half and half solder, 40%c. 
Ib., net, in 100-Ib. lots. 


percolator tops, 7c. each, net. | STEEL SHEETS.—Demand is steady 


REGISTERS.—There is the usual last- 
minute rush for furnace repairs, and | 
registers are coming in for their share 
of attention. Sales are fairly good, 
with prices unchanged. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities. Cast iron registers, 

20 per cent, and wrought steel regis- 

ters, 40 per cent from lists. 


ROPE.—Demand is good, with stocks 





and fair. Stocks are ample, with prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.), 


'STEEL GAME TRAPS. — Sales have 
| hardly begun for the fall season, but 
|dealers have ordered forward their | 





initial stocks. Prices are unchanged 
from last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, $1. 10; No. 1, $1.38; No. 1 A 


$2. 44; No. "$3. 36; Oneida, jump, No. 
0, $1.54; NG. i, $1. 83; No. 1%, $2.81 
doz., net. 


STOVE BOARDS.— Demand is just 
commencing in this line. Stocks are 
ready for the call. Prices are firm as 
quoted. 

We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Crystalized stove 
boards, 28 x 28 in., $15.70; 30 x 30, 
$18.25, and 36 x 36, $25.40 doz, net. 

STOVE PIPE AND ELBOWS.—Retail 
sales are beginning to be noticed in 
stove goods. Stocks are in readiness 
for the call of the next few weeks. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin .Cities: Stove pipe, 6-in., 
28-ga., uniform blued knocked down, 
$13.00 per 100 lengths, and common 
iron, 6-in., corrugated elbows, $1.30 
doz., and charcoal iron, 6-in., adjust- 
able elbows, $1.90 per doz., net. 

TIN.—Demand is steady, and fairly 
good. Stocks are well filled, with prices 
firm. 

WIRE.—Fence wire is moving better 
than for the past few weeks. Dealers 
are keeping their stocks up in propor- 
tion to the demand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Call for wrenches is 
fair, with stocks ample for the demand. 
Prices show no changes, 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in. 
$1.70; 12-in., $2.06; 15-in., $2.75 each, 
net, 


September Business Compares Favorably with 


Same Month Last Year in New York Market 


New York, Sept. 27.—September business compares very favor- 
ably with the volume for the same month last year report both 
wholesalers and retailers in the Metropolitan territory. Both fac- 
tors face the last quarter of the year confident that October will be 
active in fall hardware lines and the last two months of the year 
will of course be the Christmas holiday selling period. 

Staple lines have a normal sale at this time. There are no im- 
portant shortages. Prices generally remain unchanged and jobbers 
locally do not expect any drastic changes. Collections average fair 


in this section. 


RATTERIES. — The recent Dempsey- | Wholesale stocks are adequate. A con- 


Tunney fight held the same week as 
the World’s Radio Fair at New Madi- 
son Square Garden helped create a 
banner week for radio battery sales. 
Everybody wanted batteries and the 
local hardware trade enjoyed a sub- 
stantial share of this volume. Prices 
continue firm on all leading brands. | 





| sistent demand is expected. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition type, 

32%c.; No. 7111, same type, 35%c. 
each. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each: No. 772 (ver- 
tical type), $2.62 each; in units of 5 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 


$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each. 
BOILER LIQUID, Ete.—Moderate de- 
mand is reported for this class of goods. 
Prices continue firm and local stocks 
are satisfactory. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 
Hercules tile and porcelain clean- 
er, $2.00 per dozen; in gross lots, 
$1.90 per dozen, 
Hercules Radiator Stop Leak, 8 
ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 
Hercules boiler liquid, quart cans, 
$2.25 each. 
BOLTS AND NUTS.—Normal demand 
is found for these and other staple 
lines. Prices generally are uniform and 
New York wholesale stocks are con- 
sidered ample. 


JOBBERS’ a "eas a bi] RE- 

TAILERS, 0.B. NEW YOR 
Carriage bolts, % by 6 and caries, 

50 and 10 off list. Larger, 50 per cent 





off list. 
Stove bolts, 80 per cent off list. 


Reading matter continued on page 58 
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Slide the doors inst 














one of these methods will take care of any condition 


pe cannot make a mistake installing garage 
doors if you specify R-W hardware. R-W 
experts have perfected several methods that meet 
all requirements. Two are illustrated here. 

Slidetite equipped doors (above) are so easy to 
operate that a child can open and close them. 
All the hardware is inside the garage where it 
will work better and last longer. 

Slidaside (below) is frequently the method 
specified when a garage is not deep enough to 


fold the doors inside. They slide around the 
corner against the wall, regardless of the distance 
from door jamb to side wall. 

R-W garage door hardware eliminates center 
posts, leaving a clear and unobstructed full width 
opening. Doors are adjustable—always fit snug. 

R-W door hardware, the largest and most 
complete line made, solves any and every door- 
way problem you'll ever meet. 
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Machine bolts, % by 6 and “eed 
50 off list; larger to 1 by 30, 45 p 
cent off list; 1% to 1%, 30 off list 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


CLOCKS.—Current orders are very sat- 
isfactory. The trade expects the usual 
heavy sale for the holiday season. 
Prices are firm. Stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Alarm clocks, Big Ben, broken lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 


$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70; and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
dozen lots, $2.38 and 2 dozen lots, 

2.32. 

Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19 and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40: dozen lots, $1.36: 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern, luminous dial, broken lots, $2.10; 
dozen lots, $2.04 and 2 dozen lots, 
$1.98. America, broken lots, $1.05: 
dozen lots, $1.02 and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, 
broken lots, $1.76; dozen lots, $1.70 
and 2 dozen lots, $1.65; same lumi- 
nous, broken lots, $2.46, dozen lots, 


$2.38 and 2 dozen lots, $2.32 


DRAIN PIPE CLEANER. — Steady 
prices, adequate stocks and a fairly 
good demand characterizes this group 
of merchandise. 


JOBBE RS’ Suet Aspens TO RE- 
TAILERS, F.O.B. NEW YORK: 

Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans. 
Same in 2-Ib. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 
dozen cartons, 

FRUIT PRESSES.—Current sales com- 
pare very favorably with the volume of 
last year. Presses should continue very 
active for another month. Prices are 
firm and stocks satisfactory. 

JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Fruit presses, iron base and 
plunger, tinned, capacity 3 at., $3.60 
each, capacity 6 qt., $4.50 each: 
same with removable steel legs, and 

. capacity, $6.20 each. 
presses, hardwood frame, 
varnished, oak tubs, No. 0 plain tub, 


cast 


$6.00 each. Same bag hinged tubs, 
No. 22, $7.50 each: No. 22, $8.50 enn 
No. 22%. $10.50 aaa No. 23, $13.5 
each and No. 24, $18.00 each. 

Cherry stoners. No. 117, 90c. each 
and No. 118, $1.25 each. 

Meat juice extractors, 95c. each. 
Beef tea presses, 65c. each; potato 
ricer, 37%c. each. 

Fruit crushers, galvanized steel 


hopper, aluminum frame and holder, 
capacity 50 Ib., $6.25 each: same with 
double roller and wood hopper, $10.00 
each; same as latter with flv wheel 
instead of handle, $11.25 each. 


The improved condition of labor is one 
of the prime factors in fortifying the 
opinion of those who say that there is a 
real foundation for believing that good 
times will continue. Good wages and 
relatively low prices are, in fact, the back- 
bone of large sales volumes in nearly all 
lines of business—and the working man 
has a comparatively long way to go before 
he loses interest in satisfying new wants 
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| FOOD CHOPPERS.—Active demand is 
| reported with prices firm. Stocks are 
ample. = 


JOBBERS’ ya pf hn ge RE- 


TAILERS, F.O.B. NEW 

Food choppers, Universal, No. 00, 
$1.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, No. 1, $1.50 


anes; No. 2, $1.83 each; No. 3, $2.33 
each. 

Enterprise meat chopper, No. 5, 
$2.25; No. 10, $3.82; No. 20, $8.00; 





| 
| 
| 
| 
| 


| 





| LANTERNS.—Demand 
| for another year the trade expects a 


| Stocks are ample. 


‘cents, and No. 3, 20 cents. 


No. 12, $3.65; No. 22, $6.36, and No. 
32, $7.75 each. 
is increasing 
each week. With Daylight Saving over 
substantial increase very promptly. 
Prices are very firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Lanterns, Hylo, 62%c. 
tor. white globe, 66%c; 


each; Vic- 
Victor, ruby 


globe. 83%4c.: Blizzard, No. 2, $1.08- 
14: Monarch, white globe, 66%4c.; 
Monarch, ruby globe, 83%c.; Tittle 
Wizard, 75e.; D-Lite, $1. 08 


teen Lite, with large fount, $1.19; Soar 
Junior Wagon, $1.50: Buckeye, Dash 


Lamp, $1.16%, and No. 39, Railroad, } 
$1.58%, and No. 30, Beacon, $2.621%4 | 
each. 

N. B.—On all except Hylo an al- 
lowance of 25 cents per dozen is 
made on orders of three dozen or 
more. 


NAILS. — The price locally continues 
as $3.35 base, per keg, with rumors 
about that quantity orders take a price 
five or ten cents lower. Demand is 
steady. Stocks are satisfactory. 

ROPE.—Increased activity is reported 
for rope. Prices given are for the 
September-October selling period. een 
are: Manila No. 1, 24 cents; No. 2, 22 


SASH CORD.— Demand is steady. 
Higher price announced last week is 
apparently in force. Local wholesale 
stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 
Sash cord, Samson spot No. 8. 70c. 

to 72c.; Aetna No. 8, 29c., and Phoe- 





nix No. 8, 38c. to 39c. 
No. 7 is 1c. higher and No. 6 is 3c. | 
higher on all brands. 


SCREWS.—Demand is fdirly good with | 
stocks ample. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 
Screws, flat head, bright iron. 75- 
20-10-10-10-10-10: round head, blued. 
721%%-20-10-10-10-10-10; round head 
iron, nickel plated. 65-20-10-10-10-10- 
10; flat head. galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10: round head, brass, 





70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 








Business Outlook Is Bright 


and desires. He and the members of his 
family enjoy automobiles, radio, golf, and 
strawberries at Christmas time as much 
as anybody else. 


Certainly there in present 


is nothing 


conditions to warrant a pessimistic outlook 
for business as a whole, other than the 
customary seasonal and local variations. 
Business in general gained ground during 


| of the New York wholesalers. 








June, with much favorable weather for 


Reading matter continued on page 60 


SPARKLET SYPHONS.—Wholesalers 
are preparing for an active fall and 
holiday trade. Prices are firm. Stocks 


are satisfactory. 

JOBBERS’ rae ba J RE- 
TAILERS, F.O. NE YOR 

Sparklet syphons, No. 41, Mia. 25 
each; in lots of six or more, $4.00 
each. Sparklers, 9 7/12c. each packed 
in cartons of one dozen, Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, 15c. each; 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, 15c. 
each; head complete, $2.00 each, and 
Sparkler holder, 50c. each. 


STOVE SUNDRIES.—Normal demand 
is reported for these lines. Prices are 
uniform and local wholesale stocks are 
satisfactory. The demand will un- 
doubtedly improve as the cooler weath- 


er comes. 
JOBBERS’ agp tne TO RE- 
TAILERS, F.O.8. NE YORK: 
Stove pipe, No. “og pool black iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 16%4c.; 
5% in., 18c.; 6 in., 2lc. each. 
Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in., %c; 
4% in., 14c.; 5 in., 15c.; 5% in., 
1614¢c.; 6 in., 18c. each. 
Pipe dampers, cast iron, wooden 
handle, 4 in., 8%c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 74%c.;-7 in., 
13c. each. 
Flue stops, tin rim, lacquered, ad- 
justable steel hoops 8 3/16 in. diam- 
eter, 12 in a box, 6%c. each. 
Stove pipe rings, tin, lacquered, 
in a package, 4 in., 3%4c. each; 
4% 3%c.; 5 i 4\c; 5% in., 
4%c.; 6 in, 5c.; 7 in., 6c. each. 
Stove lifter a shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold a handle, 12 in a 
box, 614c. each. Same with loop han- 
dle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7c. 
each; No. 8, 16c. each. Neverbreak, 
19e. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 
ft., $1.00 and 6 ft.. $1.16 each. 

Flue scrapers, black iron, 30 
long, 12 in a bundle, 4c. each. 
Fire shovels, one piece steel, 
anned, 3 in a bundle, No. 54, 
No. 56, 5%4c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, lle. each. Extra heavy. 
piece, japanned scoops, 6 x 9 in., 
capped end, 16%c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1.40 

$1.73 each: 18 x 

58c.: 24 x 24 wee T1c.; 26 x 26 
: 30 x 30 
$1.22; 35 x 35 


in. 


jap- 
4c. 


; $1.03; 32 x 32 in., 
$1.52 each. 
| WATCHES. —Local jobbers report an 
active call for watches. The holiday 
trade will be very active in the opinion 
Prices 
are steady and stocks apparently ade- 
quate. 
JOBBERS’ ba gh ge! To RE- 
TAILERS, F.O.B. YORK: 


Watches, Pocket a broken lots, 
$1.05; dozen lots, $1.02; 2 dozen lots, 


99c. Glo-Ben, luminous, broken lots, 
$1.58; dozen lots, $1.53 and 2 dozen 
lots, $1.49. 


the crops and with resumption of agri- 
cultural activities in. the flooded districts 
as the water receded. 

wages are good. He has more dollars, 
and each dollar buys more than formerly. 
And this fortunate condition may continue 
a long time, for the number of both 
skilled and unskilled workers is not now 
augmented as fast as in former years 
when immigration was unrestricted. 
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Metal Frame Window Ventilators 
The Ventilator Selling Season Is Here 


Continental Ventilators, Both Metal Frame and Wood Frame, Offer the 
Complete Quality Line, with One Sure Source of Supply 





















































The Continental name has stood The new Continental Metal Frame 
for the utmost in Quality for more Ventilators are the last word in Ven- 
than a quarter of a century. tilator construction. They are strong- 


When you order CONTINEN- aa yess ee ny hetaies ce 
TAL Ventilators, you can be sure of re a em solver a y by a 
getting the very best obtainable. ? yee wirndleorapleer viens 

ur enlarged and improved pro- 

We can make immediate shipment duction facilities enable us to not only 
of your order, whether it be for one guarantee you uniform and perfect 
dozen or a thousand dozen Ventila- quality, but immediate shipment of 
tors, now or any time during the any quantity you may want, at any 
season. time. 

: The Original and Outstanding 
Corittinential Quality Wood Frame Window haithiae 


ETRE 








Fresh Air Without Protects Curtains, 
Drafts, Dust, Rain or fees . Draperies and Fur- 
Snow. Adjustable for 4 +h iS % a zs nishings from Soot, 

Every Window :. ¥. Ff Dirt and Moisture, 


Everywhere Keeps Them Clean 




















You can be sure of large sales and completely satisfied customers, if you sell CONTINEN- 
TAL Quality Ventilators, backed by the guarantee of the Continental Screen Company, the 
Originator of Cloth Window Ventilators, and by far the largest manufacturer of Screens 


and Ventilators in the world. 


ae saath eee Se Detroit, 
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Coming Hardware Conventions . 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel. 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Avenue, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 


CALIFORNIA Retar. HarpDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND Exuipition, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
Los Angeles. 


IpAHO RetaiL HarpwarE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 


ILtinots Retart Harpware ASSOCIATION CONVEN- 
TION, February, 1928, definite date and place of meeting 
to be announced fater. Leon D. Nish, secretary, 14-16, 
No. Spring Street, Elgin. 


INDIANA Reta HARDWARE ASSOCIATION CONVEN- 
TION AND Exuisition, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
probably be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Meyer-Kiser Bank Building, Indianapolis. 


Iowa Retatt HARDWARE ASSOCIATION CONVENTION 
AND ExurpiTion, Des Moines, Feb. 14, 15, 16, 1928. 
A. R. Sale, secretary-treasurer, Mason City. 


Kentucky Harpware & IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 


LouIstANA RetatL HarpwAreE IMPLEMENT Asso- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 


Minnesota RETAIL Harpware AssocIATION Con- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 


Mississipp1 Rerai. HarpwARE AND IMPLEMENT 
ASssocIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


MicuiGAN RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 


Missourt RetarL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTIon, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 


NaTIoNAL HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters, Marlborough-Blenheim Hotel. George A. Fernley, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 


NaTIONAL Retart HarpwArReE AssocIATION CON- 


GREsS, Boston, Mass., June, 1928. H. P. Sheets, secre- 


tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 


New ENGLAND HarpwArE DEALERS ASSOCIATION 
CONVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters. 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 


New York State Retait HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1927. Hotel 
headquarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 


Onto HarpwareE ASSOCIATION CONVENTION AND- 
EXHIBITION, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahonw City. 


OrEGON Retai, Harpware & IMPLEMENT DEALERS 
AssociaTION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 


Paciric NorrHwest HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
AssOCIATION CONVENTION AND ExuisiTiIon, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 


SoutnH Daxota Retait HarpWARE ASSOCIATION 
CoNVENTION AND Exuisition, Coliseum Building 
Sioux Falls, Feb. 27, 28,, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 


SouTHERN CALIFORNIA RetaiL HARDWARE ASSOCIA- 
TIoN ConvENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 


Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExHIBITION, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary, College Station. 


West VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 


WESTERN RETAIL HARDWARE & IMPLEMENT AsSO- 
CIATION CONVENTION, Coates House, Kansas City, Mo., 
Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, Abilene, 
Kan. 

Wisconsin Retatt HArpWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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Sold Only Direct to Dealers 


Under our new price plan, we have no jobber 
proposition. All jobbers’ stocks have been lifted and 
Armstrong Table Stoves are shipped direct from the 
factory to you, full freight allowed. West of Denver, 
shipments are made f. 0. b. warehouse at Oakland 
and Seattle. 


THE ARMSTRONG MANUFACTURING 


The Armstrong Manufacturing Co. 
Huntington, W. Va. 
Gentlemen:— Please ship at once, best way, price subject 
to my regular discount. 
[J doz. Armstrong Table Stoves. 
[) doz. Armstrong Waffle Irons. 
| The New Table Stove Selling Plan. 


Signed 


i} Company_ . sheila tei 
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From Pig Iron 
to Package 


We share responsibility with no 
one — we alone are answerable for 
our products. From pig iron to 
package Allith Hangers are under 
the watchful eyes of Allith officials. 
We mix the iron, mold it, anneal it; 
we machine, assemble, paint, pack 
the hangers—and we believe this 
is the reason for Allith success. 


There’s an Allith Hanger 
for Every Size Door 


Every one has reliability built in, so re- 
grettability stays out. Big hangers, little 
hangers; swivel hangers, rigid hangers; 
adjustable hangers, fixed hangers—hang- 
ers to carry all kinds of doors from show 
case to warehouse. 


Doors are no stronger than the hangers that 
hold them. Those who know this, specify 
Allith for greatest strength. For this there is 
not only one reason but many. Over a quar- 
ter century’s experience is one. Others are 
our tough, uniform malleable that regularly ex- 
ceeds 50,000 pounds per square inch tensile 
strength, 10% in two inches in elongation and 
35,000 pounds per square inch in yield point. 
Allith Catalog No. 95 tells the complete story. 
This book should be on the drawing board of 
every architect, the desk of every contractor 
and dealer, the work bench of every carpenter. 
It is the authoritative buying guide for every 
door hardware need. 


Allith-Prouty Company 
Danville, Illinois 


Manufacturers of 
Garage Door Hardware, Spring Hinges, Overhead 
a Rolling Ladders, Fire Door Hardware, Door 
angers 

















A Cooking School in a Hardware 


Store 
(Continued from page 40) 


This cooking school attracted a good deal of attention, 
and was in itself valuable advertising for the Sunset 
Hardware Co. During the time that it was being held 
one of the store windows was devoted to a special dis- 
play. This display was arranged to give the appearance 
of a kitchen, and each day fresh pies, cakes, biscuits and 


| bread which had. been cooked at the school inside the 














store were put on display in the window for the benefit 
of passersby. Appropriate window signs explained the 
display. 

The stove and range department of the company is 
adjacent to the general housefurnishings department. 
During the period-that the school was in progress, the 
sales in this latter department increased substantially, 
which the management of the company attributes to the 
tact that the cooking school helped to make a number of 
women who had never visited the store before familiar 
with its different departments and service features. 


Everybody’s Business 
(Continued from page 34) 


Of course it is true that changes have always been 
taking place in our industrial life. But those of yester- 
day took place so slowly that business had plenty of time 
and notice to bring about the needed modifications of 
policy or practice. Now there is small opportunity to 
exercise deliberation in the interpretation of market 
signs. The modern executive must literally sleep with 
his hat on in order to be ready to meet the effects of an 
unexpected discovery. Markets now dry up over night 
and the accepted method of one week is obsolete the 
next. Hand-me-out lunch counters at soda fountains 
have nearly ruined the restaurants, while selling on the 
part-payment plan has played havoc with many of the 
sellers for cash. ; 

Never has business required so much attention from 
the men higher up, and never has it received so little. 
Nor has there ever been a time when such a premium 
was placed on originality of thought and action. A 
thousand sellers now surround each consumer and battle 
fiercely for the largest share of his dollar. The fellow 
with a little business which he has nursed and watched 
for years wakes up to find himself crowded out by a 
big consolidation that makes it impossible for him to 
compete. 

The only way to beat the game in business today is 
for management to produce an unending variety of 
fresh ideas. Although competition is bitter, the oppor- 
tunities to improve practices were never greater. The 
manager of a department store announced a “night tele- 
phone sale” comprising twelve articles. This innovation 
caused a rush which kept ten telephone operators busy 
from six to nine o’clock in the evening, the hours of 
the sale. 

An aggressive store manager in an establishment lo- 
cated at a busy transfer corner required one of his clerks 
to memorize the street-car schedule and make announce- 
ments of the expected arrival and departure of cars. 
This permits customers to shop up to the last moment. 
A bulletin board is provided to record telephone calls 
and messages for patrons, and there is a free bus service 
for customers who find it impossible to park their auto- 
mobiles in the immediate neighborhood. The bus travels 
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over a route covering sections of the city where unlimited 
parking is permitted. 


Anyone who will investigate carefully will find that | 
successful management is due nearly always to the ob- | 


servance of a multitude of little things that are so 
simple and obvious one wonders how they could be 
overlooked by any watchful executives. In one 
store customers discontinue their patronage and the 
boss goes around wondering why. Next door, or across 
the street, when the same thing happens, the manager 





starts an investigation and finds that 20 per cent of the | 


discontinuances were due to errors in delivery, and he 
takes steps immediately to remedy the trouble. 


The first | 


manager is a sort of fatalist and assumes that nothing | 


can be done. The second manager corrects all possible 


deficiences and even goes so far as to send a letter ex- | 


pressing regret and signed personally by himself to each 
customer who has not made a purchase within recent 
months. 

I know of an auto-accessory dealer who got the jump 
on his competitors by merely introducing a self-service 
system. The different automobile parts were arranged 
on long stands and customers picked out what they 
needed. With this plan three clerks were able to take 
care of 60 customers. 
who experienced difficulty in taking care of his trade 
because so many patrons lingered to chat or smoke. He 
was the sort of fellow who always searches for an 
answer to every question, so he got an idea one day and 
immediately set the big clock in his restaurant ten min- 
utes fast. This scheme not only speeded up his regular 
patrons, but proved to be a permanent incentive to quick 
motion on the part of transients. 

A store manager in New England arranged a prize 
contest for useful suggestions from employees and se- 
cured 21 practical ideas out of 83 plans submitted. 
Among the schemes were proposals for the appointment 
of a public style adviser, lectures on styles in local news- 
papers, a mailing list of students about to enter college, 
a searchlight on the roof, free telephone service to cus- 
tomers, electric directories over the elevators and a cage 
of monkeys to serve as a display attraction. 

A retailer of hardware has a clerk tie a tag on every 
battered ashcan that is found along the street. The card 
reads, “You can get a new can at a moderate price from 
Smith, 84 Main Street.” Another dealer succeeded in 


I also know a restaurant manager | 


developing a feeling of business reciprocity by having a | 


slip printed and attached to all checks that he sent out 
in payment of bills. The slip is printed on red paper 
and suggests to the person receiving it that if he believes 
in reciprocal trade, some of his business will find its 


way to the store of the dealer whose check is inclosed. | 


An automobile agency, helped sales by establishing a 
school for the owners of its make of cars, and for all 
prospective buyers. 

No matter in what realm of business it may be, the 
opportunity to show originality and exercise ingenuity 
always exists. A company standardized its samples of 
automobile tires by substituting one-inch samples for 
the five-inch variety and the resultant saving was $5,000 
the first year. Another concern came to the conclusion 
that we have entered a picture age and in accordance 
with this thought it substituted the colored photograph 
for the sample case and has effected a material economy 
in transportation charges and sample-room rentals as a 
result of this departure. The boss of a big corporation 


started nosing around and discovered that as many as | 


50 of his workers were absent from their posts in the 
main office at one time, delivering messages or inter- 
viewing people in other departments. He quickly issued 











Who Sells Refrigerators 
to Your Customers ? 


If your customers must go to some 
other store to buy refrigerators you are 
losing profits. Many hardware stores 
have for years handled the Challenge 
line. It is specially adapted to hardware 
stores. The line is broad, starting with 
a well-made but very low priced box. 
Write us direct or your hardware jobber 
about our agency. 


CHALLENGE REFRIGERATOR 


COMPANY 
GRAND HAVEN, MICHIGAN 


One of the oldest and one of the largest refrigerator factories 
in America 
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are built with 
the same skill; 
backed by the 
same organiza- 
tion; used with 
the same excel- 
lent results as 
the famous 


MORSE 


High Speed 
and 
CarbonDrills 


These tools are 
chosen by man- 
ufacturers who 
seek 


Low 
Machining 
Costs 
plus 
Dependable 
RESULTS 





Progressive 
Dealers every- 
where, carry 
MORSE High 
Speed and Car- 
bon Tools. 








oWist DRILL & MACHINECO. 


W BEDFORD, ,MASS.U.S.A) 








the dictum: “Say it, but write it,” and then took steps 
to install an efficient system of distributing inter-de- 
partmental mail. 

What we are going to need before long in many com- 
panies is a return to work. Thousands of managers are 
going to be busy effecting reduction in the volume of 
credit business handled. Others will be giving attention 
to shortening the time on charge accounts, working 
out budget systems and finding ways and means to sub- 
stitute automatic devices for hand labor. The execu- 
tives who will safely weather the next period of readjust- 
ment will be those who have not departed too far from 
the old idea that eight hours a day and eternal vigilance 
are still the two chief essentials of business success. 


A Complete Course in Show Card Writing 
(Continued from page 31) 


WARE AGE and pasted on the cards, using white library 
paste. 

Another important thing which has much to do with 
the sales value of show cards is the reading matter. 
The story should be short and to the point. No matter 
how well a show card is lettered, if it has the appearance 
of being crowded, with little or no margin, it loses one- 
half its value. The marginal line should always be ruled 
off first, leaving at the least 114 in. all around the out- 
side edge of card. Then the line through the center of 
card and then the horizontal guide lines for the let- 
tering. 

After the data which is to go on the card have been 
decided upon, the lettering should be roughly sketched 
on card in pencil; this will do away with all guess- 
work when it comes to the brush work. The beginner 
should never attempt to do even practice work with- 
vut first ruling the necessary horizontal guide lines. 


The “Blue Sky” 


“Cash is simply out of the question,” the Michigan customer 
declared. 

“And so is waiting any longer,” the Michigan hardware mer- 
chant informed him. 

“Now, I’ll tell you. what I can do, and all I can do,” the 
customer averred. “Here’s Henry White’s note in favor for 
$300, and that will pay your bill and leave $15 to the good. The 
note has only three months to run, I’ll indorse the note to you, 
you receipt the bill, and pay me the difference.” 

“Endorse the note quick,” the merchant agreed, and reached 
for his receipt book. 

The merchant’s willingness to accept this proposal was due to 
his knowledge that White was perfectly good for ten times the 
face of the note, but, when the note fell due, White refused to 
pay and the merchant was forced to sue. 

The note was given for stock in a corporation, the stock was 
sold contrary to the Michigan Blue Sky Law, White proved in 
court, and his lawyer contended that the note, therefore, could 
not be collected. 

“That would be true, if the payee of the note were suing 
White, but it don’t apply to a case like this where the merchant 
took the note before it was overdue, in good faith, for value and 
without knowledge of the circumstances,” the merchant’s lawyer 
retorted, and the Michigan Supreme Court upheld this contention 
in a case reported in 194 N. W. Reporter, 553. 

“This would updoubtedly have been a good defense as between 
the parties to the note, but when the note passes to the hands of a 
bona fide holder, that defense cannot and ought not to be made. 
If the contention were the rule, there would be very little pro- 
tection for banks and people dealing with corporations. There 
is nothing in the statute which makes such paper void in the 
hands of a bona fide holder. As a general rule, unless the law 
makes the paper void in the hands of a bona fide holder, the 
courts will not so hold,’ was the reasoning of the Court. 
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The County Fair 


(Continued from page 37) 


a farmer whose hay crop has been light and whose po- 
tatoes have been blighted. 

Thus two heavy losses are staring him in the face. 
when he goes to one of these County Fairs and sees a 
demonstration by an experienced demonstrator—a drag 
saw machine. 

He watches this demonstration carefully and one of 
his boys who is with him at the Fair suggests that this 
machine would be a great thing out on the farm to get in 
the winter’s wood supply. 

He gets the idea of selling wood in the local market 
in order to recoup some of his crop loss, so in due sea- 
son he starts to look into various makes of drag saw ma- 
chines (as most farmers are quite likely to with any 
implement). 

Which outfit has the best hold on him, the one which 
he has actually seen in operation or some make in a cat- 
alog house book or manufacturer’s folder? 

In a nutshell, this is the workable basis theory back 
of County Fair displays. Few sales are made at the 
time, but many future sales are positively started at the 
time. 

I have known dealers to show barn equipment 
(stanchions, water bowls, etc.) at an Agricultural Fair 
in the fall and make a substantial sale to the prospect in 
the following spring. 

I have seen displays of roofing which resulted in sales 
that very fall before winter set in and drag saw machines 
demonstrated at a County Fair have brought sales for de- 
livery during the following winter, so you see it is pos- 
sible for sales to result in the near future or they may 
be extended on into the coming months over a period 
of half a year or more, 

It is hardly necessary to suggest to the dealer what 
should be displayed at these County Fairs. [Each dealer 
knows his line and suffice it to say that any item running 
into good money and capable of being fostered into a 
future sale by means of demonstration—those are your 
articles. 

It may be a gasoline engine, a tractor, a plow, a milk- 
ing machine or a grain driJ]l. Again it is a farm lighting 
outfit with various additional items of electrical equip- 
ment. Each dealer can easily select his own best choices 
for this stage of salesmanship. 

And for winning good will, some little household 
souvenirs are always acceptable and this good will busi- 
ness is ever so important with farmers. They like to do 
business with those whom they know and consider their 
friends. 

Booklets and circulars to clinch remembrance of your 
display and demonstration devices are quite essential and 
in many cases it is best to secure the services of your 
factory representative to assist you during these demon- 
stration days. These specialty men will generally bring 
out many points that will not come to the dealer’s mind, 
quite naturally, for the very reason that these specialty 
men are 100 per cent at home with their own specialty. 

If this plan sounds reasonable and sensible to you, as 
it has to countless other hardware dealers, it is worth 
trying and—you may be surprised at the results. 


The Court Speaks 


Good will is the disposition of a pleased customer to 
return to the place where he has been well treated— 
U. S. Supreme Court. 








SINGLE FRONT FOR TRAP NEST 








Above is shown the hall-mark of quality on 
poultry supplies. The Oakes trademark means 
“the standard of the world.” For twenty years 
Oakes quality and prestige have been steadily 
increasing. Hardware dealers everywhere are 
finding this THE line to carry. 





"BEST- YET” 
SELF- FEEDER 





SUN-LITE SPROUTER 


Add to the profits of your business with a 
live line of poultry supplies such as Oakes. 
There’s a complete line of Oakes Quality 
Products—all will make money for YOU. 

Herewith are shown four Oakes money- 
makers, particularly seasonable right now. The 
Oakes ‘“Best-Yet” Feeder can’t be beat for 
feeding large flocks any kind of mash; sold 
with or without stand as shown. “Sun-Lite” 
Oats Sprouter is the simplest, most economical 
device on the market for providing fowls with 
green food in winter time. Easily salable! 

Below is shown the Lamp-Heated Sectional 
Sprouter—good for any kind of grains in any 
kind of location. The Oakes Trap-Nest Front 
retails for only 35c and makes a splendid trap- 
nest out of any ordinary grocery box. Needed 
by every poultry raiser! 

Write today for complete illustrated Oakes 
catalog and special “new dealer’s proposition.” 


Oakes Manufacturing Co. 
347 Dearborn St. 





TIPTON, 
IND. 

















LAMP-HEATED SECTIONAL SPROUTER \) 








PRR KA 
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»( CHICAGO) 


SPRING HINGES 
The “Relax” 


Designed by 











Spring Hinge Specialists 


Hardware dealers will find “Re- 
lax” Spring Pivot Hinges popular 
among architects and contractors 
because of their proven quality 
and many desirable features. 

Noiseless operation and spring 
action release make the “Relax” 
very desirable for Hospitals, 
Churches, Schools, and Residences. 

The “Relax” permits the door to 
be placed open at any desired posi- 
tion without the use of a door 





Relax 
Type 6001 holder. 
Spring Pivot Hinge 


Send for Catalogue H 42 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 








Light Electric 
Elevator 


This new addition to the 
Kimball Elevator line is the 
latest development in Light 
Electric Elevators. For every 
type of installation where a 
passenger or freight elevator 
is needed. 


Write for prices---You will 
befinterested in the many of 
its exclusive features. 


KIMBALL 
| BROS. 
CO. 


1117-41 S. Ninth Street 
Council Bluffs, lowa 








CHEEEPLEPELEELLS 


Elevator Builders fer 45 Years 











What Does the Harvest Season 


Mean to You? 
(Continued from page 36) 


And this applies to the other lines as well. 

Going back to the harvesting of the hay crop, by way 
of actual illustration, I know of one store that sold twelve 
items of equipment that go with this harvest just by 
displaying same and demonstrating their use. This item 
sold for $12 and this store did not learn of it until 
the season was well under way, but it showed a worth- 
while profit for the time expended and goes by way of 
pointing out the value of bringing farm equipment to 
the attention of the farmer right at the very moment 
when he needs to use it. 

The difference of making the display or not making it 
is just this. 

Either the purchase is made at your store or elsewhere. 

We have found a very close connection between the 
harvest season and the farmer’s interest in preparing his 
buildings for the coming winter. 

I suppose this is quite natural, for in stowing away his 
crops in his bins, cribs and mows, his attention is more 
closely focused on the condition of the buildings than it 
would be during the earlier seasons of field work. 

And this interest and attention comes at the very logi- 
cal time to convert it into hardware profits. 

With the close of harvest, there is a lull in farm activ- 
ities, which affords opportunity to attend to repairs on 
the buildings. 

Such repairs, with attendant merchandise sales, will 
call for metal and composition roofing, roof paint for 
these two different types of roofing materials, window 
glass of the common sizes used in prepared sash, putty, 
barn paint, sheathing paper and so on. 

This is your very best season of the year for making 
these sales for it is the season for attending to the re- 
pairs because, (1) the farmer now has the time; (2) the 
approach of winter compels the attention before cold 
weather sets in. 

So it seems very evident that the harvest season with 
its closely allied season of preparation for cold weather 
furnishes every rural hardware dealer with exceptional 
opportunities for terminating his fourth season of the 
year with substantial profits. 


A Letter from Cape Town 


That the course of instruction in show card writing is 
reaching the far corners of the earth is shown by the 
following letter received by Joseph Bertram Jowitt, 
Show Card Editor of HAarpware Ace, from Cape Town, 
South Africa. 

70 Long Street, Cape Town, Aug. 8, 1927. 
Dear Sir: 

In perusing your book, “Show Card Writing,” I note 
that you are willing to place readers in communication 
with various manufacturers. 

I shall be much obliged if you will place me in touch 
with a firm supplying Air Brushes, and, if possible, some 
ready cut stencils for borders. 

I would be interested in any catalogs of firms supply- 
ing showeard goods. 

Thanking you in anticipation. 

Yours faithfully, 
(Signed) F. W. REnnrIE. 
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THE BIGGEST BATTLE OF THE YEAR 

















Sanilith China Fixtures Are Attractive 
and Enduring 


A complete set of bathroom fixtures is manufactured by Ad- 
vanced Products Association, 147 Palisades Avenue, Union Hill, 


N. J. The set consists of a combination glass, soap, and tooth- 
brush holder, toothbrush and paste holder, soap dish, glass holder, | 


The 
They 


white glass shelves, roll toilet paper holder and towel bar. 
Sanilith China Fixtures are made of solid vitreous china. 


ib o-o, a 
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are covered with a pyralin sheeting which is not affected by | 





water, alkaline, acid solutions or disinfectants. They are scratch 
proof and unbreakable. A screw driver is the only tool necessary 
to install these fixtures. No screw heads can be seen when in- 
stalled as a small cap fits over the screw head and makes a 
clean, even surface. 

The towel bars can be procured in many lengths, either round 
or square. 
instructions. 








There is a good dealer near 
you who sells 
GENUINE 


ARMSTRONG 


F BRIDGEPORT, CONN. 


PIPE TOOLS 


our convenience—and to save you 
a of time by shipment from _ 
factory—go to your dealer ¥ ay 
GENUINE ARMSTRONG _ . 
and Dies, Pipe Cutters. Hinged Pipe 








Directing 
Mechanies 


Your Way 


UST as a state highway sign-post saves 
time and trouble for motorists by 
guiding them along the most direct 
route, so does Armstrong advertising save 
time and annoyance to mechanics by 
directing them to the nearest source of 
| supply for Genuine Armstrong Pipe 
| Tools. 


Visualize what this convenience means to 
a busy Plumber or Steam Fitter, who in 
an emergency, must have certain tools 
without delay. 





These mechanics know they need go no 
further than their local dealer and that 
“Genuine Armstrong” Tools never fail 
in an emergency. 





Please order from the nearest Jobber in- 
stead of sending to us.‘ This saves time 
for YOU. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 


BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 





* 


ARMSTRONG’ 
STOCKS , DIES , WATER,GAS *»° STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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Each fixture comes boxed separately with complete | 





























Hot of the Nail Ke 


Little yarns that others have laughed 


over culled from various sources. 


As a 


contemporary puts it: “Some of them 
have been copied, the rest will be.” 








Two negroes stood before a sign by the 
side of an Alabama road. The sign read, 
“Birmingham 7.8 miles.” 

“Look dar,” said the smaller one. “That 
sign says 78 miles to Birmingham, whyfo 
it say that?” 

“You jus don’ unnerstan them signs,” 
said the other scornfully. “That little dot 
stans for Birmingham and its between 7 


and 8 miles from here jus whar that dot | 


shows it.” 


Tue MEETING 


One day, in Paradise, 
Two angels, beaming, strolled 
Along the amber walk that lies 
3eside the street of gold. 


At last they met and gazed 
Into each other’s eyes, 

Then dropped their harps, amazed, 
And stood in mute surprise. 


And other angels came, 
And, as they lingered near, 
Heard both at once exclaim: 
“Say, how did you get here?” 
—S. E. Kiser. 


Two Pennsylvania farmers became at 
outs one day and neither having any spe- 
cial admiration for the appearance of the 
other the following remarks were heard: 

“Yep,” said the one, “I had a beard like 
yourn once, and when I realized how it 
made me look I cut it off, b’gosh.” 

“Wal, I hed a face like yourn once, and 
when I realized I couldn't cut it off I grew 
this beard, by heck.” 


Hub: “I don’t fancy your having invited 
that fellow to dinner. He used to kiss you 
before we were married.” 

Wife: “So did you.” 

Hub: “Yes, but I’ve gotten over it, and 
probably he hasn't.” 


“I want to be procrastinated at de nex 
corner,” said the negro passenger. 

“You want to be what?” demanded the 
conductor. 

“Don’t lose your temper. I had to look 
in de dictionary mys’f befo I found out dat 
‘proscrastinate’ means ‘put off.’ ” 








A tourist from the East had stopped to 
change tires in a desolate region of the Far 
West. 


“] suppose,” he remarked to a native on- | 


looker, “that even in these isolated parts 
the bare necessities of life have risen tre- 
mendously in price.” 

“Yer right, stranger,” replied the native 
gloomily, “an’ it ain't worth drinkin’ when 
you get it.” 


He: “Well, my father has another wife 


| to support now.” 


She: “How’s that? 

He: “No, but I just got married.” 

They were leaving the hotel room. 

“Have you forgotten anything?” 
asked him. 

“T don’t think so,” he replied; “I’ve got 


all of the towels, the Gideon Bible and the | 


dresser scarf.” 


“And what did your wife have to say 


when you stood at the Pyramids?” 


“Wanted to know if I had locked the 


kitchen door.” 


Is he a bigamist?” | 


she | 


Nervous Woman (to persistent beggar) : 
| “If I give you a piece of pie you'll never 
| return, will you?” 

Beggar: “Well, lady, you know your pie 
| better than I do.” 


“T think there is company downstairs.“ 

“How do you know?” 

“IT just heard Mamma laugh at one of 
Papa’s jokes.” 


The June bride walked briskly into the 
market and said, “I want a half pound of 
| mince meat and please cut it off a nice 
| tender young mince.” 


A mountain school teacher corrected a 
boy who had said, “I ain’t gwine thar.” 

“That’s no way to talk. Listen: 

“I am not going there; thou art not 
going there; he is not going there; we are 
not going there; you are not going there; 
they are not going there. Do you get the 
| idea?” 


“Yessur. They ain’t nobody gwine!” 


“My dear young lady,” said the clergy- | 


| man, in grieved tones as he listened to an 
| extremely modern young wontan tear off 


some of the very latest jazz on the piano. 
“Have you ever heard of the Ten Com- 
mandments ?” 

“Whistle a few bars,” said the young 
lady, “I think I can follow you.” 


“Whatever became of that portable ga- 
rage of yours?” 

“Oh, I tied the bull-dog to it the other 
night and a cat ran by him.” 

The young playwright was reading a 
new drama to some critics when he noticed 
that one of them was asleep. Stopping, 
he awoke the sleeper and reproved him. 
He was reading his play, he said, to obtain 
the opinion of the critics. How, therefore, 
could a man who was asleep give an 
opinion ? 

The offender pondered a moment and 
then ended the discussion by saying: 

“Sleep is an opinion.” 


“Pop, what’s a philosopher ?” 
“A chap who’s too hard up to worry 
about it, son.” 


“Now I wonder,” remarked the nice old- 
| fashioned lady at the dance, “I wonder 
| whatever’s become of the girl who used to 
| drop her eyes, raise her face timidly and 
| murmur: ‘You'll have to ask papa.’ ” 
| “She’s got a daughter,” answered the 
| up-to-date matron, “who shouts: ‘Shove 
her into high, kid! The old man’s gaining 
on us!’” 


Sambo: “Did Brudder Brown gib de 
bride away?” 

Rastus: “No, sah; he gwine let de groom 
fin’ her out for hisself.” 


My friend Niagara Ned claims lots o’ 
men is like narrer-necked bottles: the nar- 
rer they be, the more noise they make 
pourin’ out their contents. 


Walker (in hot argument) : “The pedes- 
trian was here first, you have to admit 
that.” 

Motorist: “Yes, and so was the Indian, 
but where is he now?” 

















You or Your Employees are called upon to re- 
pair or replace worn or broken bolts and nuts 
on automobiles or other machinery, 


Your Business is concerned with the 
regular service of water, steam, gas, or 
air pipe lines, 


You Own Machinery or are 
responsible for production 
without costly shut downs— 


MILLS ANC ‘a n Ni, L 
FACTORIES. ——~__ 
3 in MINES AND 

OIL WELLS 


You, Your Shop, 
Your Millwright or 


ave TOUR OUT OF Your Mechanics Need a 


ALL OVER THE WORLD 


BEAR THIS MARK @ Cicunt 









REG. U.S. PAT. OFF. 


GYW/D\, SCREW PLATE 











is the one Screw Plate that is 


standard all over the world — 
Insist on the Gt Giant 
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Williams Advocates Buyer 
(Continued from page 35) 


rise and fall of markets, and from time to time he would 
have bargains submitted to him, which he in turn would 
pass on to us for immediate acceptance. 

I would like to have somebody offering me bargains 
once in a while, and when the fact became known that 
we had a purchasing agent in New York or elsewhere, 
and that he bought in large quantities and paid cash, 
he would be offered merchandise at lower figures for 
immediate acceptance, than we can get in the regular 
way. 

If men in New York can dictate the policy, and buy 
merchandise for five thousand stores, extending from 
coast to coast, undoubtedly we could do something like 


it. If the plan worked we might continue it; if it didn’t | 


work it would be our fault, and up to us to make it 
work. We could do it if others can and they are 
doing it. 

We would have a regular charge of say $10 per month 
for each member and have an additional charge of some 
amount, say one half of one per cent, or one per cent 
on all purchases over one thousand or two thousand 
dollars per month. If our buyer could not sell me more 
than one thousand dollars per month, we would need 
to change buyers, that is all I have to say. 

Another thing that this would do is bring the re- 
tailers closer together. There is a whole lot to think 
about in connection with this deal, and there is not much 
money involved, the beauty part of it 1s, that it would 
enable the very smallest hardware dealer in the country 
to get in on the deal provided he paid his bills promptly. 
There are thousands of items which would be offered 
to our buyer at special prices, if the sellers knew who 
he was, where he was, and that he bought in large 
quantities and paid cash. Aside from being quoted 
special discounts by regular sellers he would be offered 
merchandise from bankrupt and over stocks, some of 
- which we might be able to handle at a profit. 

I will tell you how much I think of it; I would be 
willing to take a membership at $10 per month, and 
agree to pay one per cent on all over two thousand 
dollars per month I buy. I would give $10 for a chance 
at a game like this. I would not loose much if I did not 
buy anything at all, and it would be worth that much to 
get a chance at some of these pick ups. 

Do you know that foreign countries are shipping goods 
into this country now, and don’t tell me that our people 
won’t buy foreign made goods. Patriotism is a wonderful 
thing, but I sometimes get a little weak on it when I 
learn that one of my neighbors, a personal and good 
friend, who belongs to the same church and to the same 
lodge as I do is buying most of his goods from Sears, 
Roebuck, when he could buy them just as cheap from me. 

I am writing this to Llew Soule, Editor of HARDWARE 
AGE, in little old New York. I believe that HARDWARE 
AGE is read by as many hardware men as any other 
hardware journal in this country, and I know that 
its columns are open to the discussion of any trade sub- 
ject, regardless of whether its editor agrees with what 
is said or not. 

Personally, I’d like to hear all sides of the question. 

Yours truly, 


Hamp WILLIAMS. 
@ 








RADIO - IS - BETTER - WITH -: DRY - BATTERY - POWER 





























Insuring still greater 
profits for you! 


The interesting story of Chrome is reach- 
ing battery buyers through leading 
magazines and newspapers all over the 
country. Every reading home will be 
reached this season. 


This new answer to the long recog- 
nized superiority of Burgess Batteries 
is all you need to tie into for your share 
of increased dry cell profits. Get back 
of the Burgess line now for better busi- 
ness. Inquiries invited. 


BURGESS BATTERY COMPANY 


General Sales Office: CHICAGO 
Canadian Factories and Offices: Niagara Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical &ction when bat- 
tery is not in use— 
means longer life. 
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All-Metal Frame 
CLOTH WINDOW VENTILATOR 


SELL FILTERED AIR. Diamond “E” 
Window Ventilators let in abundant 
fresh air without dust or draft. 
Eight popular sizes. Retail 
at 60c to $1.10. 


















Since 1880 


Uniform Quality 


Hair Clippers 
Horse Clippers 
Electric Animal Clippers 





Jobbers Desired for a Few 
Territories 


COATES CLIPPER & MFG. CO. 


Worcester, Mass., U. S. A. 








STAINLESS 
MINCER 


Guaranteed _ stainless 
blade, beautifully fin- 
ished, perfectly 
sharpened, acid-resist- 
ing white enamel han- 
dle. Get prices from 
Sales Representatives: 


John H,. Graham 
& Company, Inc. 
113 Chambers St. 
New York City 


THE =-Y¥OOS > SO. New Haven, Conn. 

















Easy to carry and easy 
to use; that’s why 
Plumbers and Tinners 
prefer it to loose Sal 
\mmoniac. Further- 
more, Speco can be 
used to the last crumb. 
Guaranteed 100%  us- 
able. 

Your trade needs Speco— 
send for prices. 


SprectaL CHEMICALS Co. 








Waukegan, III. 




















H. P. Schaeffer, Bellefonte, Pa., attracted a lot of atten- 
tion to his show window with this display of the taxi- 
dermist’s art. The collection comprises the heads or 
skins of a grizzly bear, a black bear, a caribou, two 
mountain goats and two mountain sheep. 


An Up-to-Date Check 


“Your account for $377 is long past due, and suit will be 
entered unless I receive a satisfactory reply by wire,” the hard- 
ware merchant wired. 

This telegram had the desired effect, as the customer had 
a chetking account with a bank in the hardware merchant’s home 
town; promptly wired the bank directing the bank to pay to 
the merchant or order the sum of $377, and sent a duplicate of 
the telegram to the merchant, which the merchant promptly pre- 
sented to the bank and demanded payment. 

“What gave you the idea we’d pay cash on a document like 
this?” the teller demanded. 

“Because it’s a check,” the merchant assured him. 

“Well, if that’s a check, it’s certainly in a new dress,” the 
teller averred. 

“Isn't it dated?” the merchant demanded. 

“It certainly is.” 

“And directed to your bank?” 

“Certainly.” 

“And directs you to pay a certain sum of money?” 

“Yes—that’s true.” 

“Well, then, why isn’t it a check when it’s signed by the cus- 
tomer ?” 

“It’s certainly a new one on me, but I'll pay it, and take 
a chance,” the teller agreed, and the Supreme Court of Arkansas 
upheld him in a case reported in 229 S. W. 1026, where the 
court ruled that such a document fulfilled all the requirements 
of an actual check. 

“The telegraphic message from the customer can only be treated 
either as a private direction from the former to the bank as his 
agent, or as the equivalent of a written check to order for the 
payment of money,” was the reasoning of the court. 

> 
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GOLD MEDAL BAMBOO 
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Lawn and Garden Rakes 


Last Call for Import for Season of 1928. 


Direct shipments from our yards in Japan to 
your City in car or less car lots. 


Manufactured from the best Bamboo the World 
produces. 


Male Tortoise or Yellow Bamboo Handles 
attached, increasing the strength and durability 
of Gold Medal Rakes. Far superior to the Fe- 
male Bamboo Handles used in other varieties. 


Rake Heads attached to the Handles with heavy 
Metal Fasteners. Copper Wire and Wisteria 
Cord Binding with 33, 40 and 44 Teeth. 


More of them used than all others combined. 


Correspondence solicited 


George H. Maus, American Office, Amsterdam, N. 
Largest Importers of Bamboos in the World 


Y. 











in HOSE NOZZLES 


= 


GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 


antee for good workmanship 
and material. 
H. B. Sherman Mfg. Co. 
Battie Creek, 
Mich. 


SHERMAN 


The yt AMOND 


{t will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 

man “Diamond” in display 

cartons, for counter. 

H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 

















Copper Bearing 
Rust - Resisting 
Steel 


a 
, 
’ 
} 
U 
, 
t 


are strictly 


QUALITY 
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Manufactured by 





CINCINNATI, OHIO 











NAMENTAL WIRE LAWN FENCE 
TREE AND FLOWER GUARDS 
x RUBBISH CONSUMERS 
FACTORY FENCE 
TRELLIS 
GATES 
* made of 
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: H.L. BROWN FENCE & Merea.Co. 
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This Permanent Steel 


Shelving saves space 
and costs no morethanwood 


HE space-saving construction of GF 

Allsteel Shelving increases storage 
capacity from 10 to 20 percent over old 
fashioned wood shelving. 
GF Allsteel Shelving does not depreciate. 
Whether you use it in one, or a thousand 
places, the same rugged strength of GF 
construction endures. The rigid steel 
shelves are bolted to a heavy steel frame- 
work, never sag, never totter. The baked- 
on olive enamel never chips or cracks. 


There simply isn’t any reason for building 
wooden shelving when you get all these 
advantages in GF Allsteel Shelving, and 
the cost is no more. Mail the coupon for 
booklet “Saving with Shelving.” 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio; Canadian Plant: Toronto, Ont. 
Branches and dealers in all principal cities 


The GF Allsteel Line: Safes + Filing Cabinets + Sectional 

Cases + Desks + Tables + Shelving + Transfer 

Cases + Storage Cabinets - Document Files - Supplies 
Inventories are easier with 








SHELVING 


eT Attach this coupon to your firm letterhead = 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio {H. A.) 


Please send me without obligation a copy of your book “Saving with Shelving.” 
















Name ....... 
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Between 
its tinkles 


ste] VEN in the best 





regulated stores 
there are inter- 
= vals between cus- 
Have you ever 


tomers. 
thought about making 
these intervals produce a 
profit? 


Try this. Let your staff 
read the contents of Harp- 
WARE AGE whenever there 

isan opportunity. Doing 
this consistently will 
shorten the time between 
customers. Not because 
reading makes the time go 
faster, but because absorb- 
ing the good things read 
will start a train of 
thought and activity that 
will keep even the cash 
register busy. You know 
what that means! 


HARDWARE AGE 
239 West 39th Street 
New York, N. Y. 
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WIN EAM 


AMAZINGLY SERVICEABLE! 
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Here 


again 


TWIN SEAM proves its honest-to-goodness quality 


and value in work gloves. 


U. S. GLOVE CO., 















Order From 
Your Jobber 


Marion, Ind. 


No. 25—Extra heavy, | 
i ; 


long nap, Ha ry? | 
Brown Flannel — lined | 
with heavy Pearl 
White Flannel and | 
reinforced with 
TWIN SEAM < stitching. 


Striped Flannel backs. 
Large gauntlet Cuff. 


No. 23—Same as above 
in Knit Wrist. 














Hardware Cloth 





MANUFACTURED BY 


G. F. WRIGHT STEEL & WIRE CO. 


WORCESTER, 


MASS. 











UPERIO 














| Quality and 
Service 


GW 





Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


ow 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 








GRAND RAPIDS 


ALL-STEEL 


SASH PULLEYS 


The Perfection 
Sash Pulleys 


Grand Rapids All Steel 
Sash Pulleys are acknowl- 
edged superior, because—they 
are built to exacting standards 

by specialists who for more than 

a quarter century have concentrated 
exclusively on the design and manufac- 
ture of this line. 


Every one of the millions made is guaran- 
teed perfect — guaranteed not to break. 
You will profit by standardizing on the 
“Grand Rapids” line—the line that will 
fully meet your every requirement in Ball 
Bearing, Axle Bearing, or Cone Bearing 
types—even to the large lubricated Cone 
Bearing Pulleys, self aligning and _noise- 
less. which are exclusively Grand Rapids 
made. 









MAIL 
COUPON 
FOR FREE 
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The STENCILOR 





For Making Signs and Show Cards 


Every hardware dealer recognizes the value of 
goods well displayed. 


If merchandise thus displayed is so important, 
why not give the same consideration to Neatly 
Lettered Signs, Show Cards, Price Tickets and 
Streamers, to “tie up” with the display? 


Anyone can make them with a STENCILOR. 


DISPLAY MATERIAL COMPANY 


774 Grand Ave., ST. PAUL, MINNESOTA 
Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 
New York, N. Y. 


Canadian Agents: DISPLAY CARD COMPANY, LTD., Brockville, Ont. 














Does the word PROGRESS— 


mean more 
business— 
more profits— 


to you? 





The new improved Okeh Tape spells progress 
with its welded leatherite covered steel case, 
friction brake controlled drum and famous end 
fastener of proven value. 


This article has a buying appeal a tape user 
can seldom resist, and opens a new field for sales 
where a tape was formerly a nuisance. 


Send for prices and particulars of sales plan. 


KEUFFEL & ESSER CO. 


WEW YORK, 127 Futton Street General Office and Factories, HOBOKEN, N. 6. 
CHICAGO ST. LouvISsS SAN FRANCISCO MONTREAL 
@26-20 S. Dearborn St. 817 Locust St. 30-34 Second St. © Sete Dame HE 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
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“Seeing Is Buying” 


It is hard for a dealer to buy 
Fly Screen Cloth from a 
photograph or illustration—a 
little retouching work s 
wonders. 


We prefer to send you sam- 
ples cut from regular stock 
—then you can see and judge 
for yourself why SPARGO 
orders keep us busy the entire 
year. 


Likibbbooooiiiiiiiiiiiiiiiiiiiiiiiiiiiii 


SPARGO WIRE CO. 
Rome , A 
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Perhaps 


We can assist 
with your sales problecns 


Hardware Age, 


239 West 39th Street 
New York City 
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WOOD SCREWS 


Eagle Wood Screws are of the same high quality as the 
famous Eagle Locks. When you recommend any item 
in the Eagle Line you may be sure it will give complete 
satisfaction. 


NATL, 


Wood Screws 
for Every Use 


yore Full line of Iron, 
Brass and Bronze wood 

b screws. 

3 et rr 


Flat, Round and Oval 





susan 
Ny 


Saw 


Heads. 


Accurately cut threads. 
Uniform Heads. 
Clean Slots. 


The Eagle Quality Line 
Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 


Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 


eee 
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REG ANU, & PAT. OFF, REG .INU, 6. PAT. OFF, 
Branches: 
521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Hl. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 














If hand trucks 


wore wound stripes — 


Some trucks would be covered with them. 


If your customers have some hand trucks 
crippled and shell-shocked in their battle 
with work—tell them about the tough, sturdy 
Anchor All-Steel Truck. 

Anchor Trucks are made of steel through- 
out. Have no wood to splinter or break 
—practically nothing to get out of order. 


A wide variety of types. Ask your jobber for com- 
plete information or write us for Catalog 102. 


ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. Y. 
Branch Offices in Principal Cities 


NCHOR 
/] 
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as steel —— LIGHT as wood. 
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FORSTNER 
Labor Saving 


AUGER BIT 





Bores Any Arc 
of a Circle 


















— oe oe rt. > 
e other bits, 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 
and delicate patterns, veneers, screen work, 
= scalloping, fancy scroll twist columns, newels, 
f/ cibbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








SHARK BRAND CHISELS 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 


BEAR THIS TRADE MARK 


Mark’ 


Trade 





SHARK BRAND CHISELS, made 
from the finest Swedish charcoal 
steel, are sturdy and well made and 
craftsmen and lovers of good tools 
appreciate their quality. 


Jecause of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to 
you. 

Butt Beveled Edge, Regu- 

lar Beveled Edge, Socket 

Chisels. 


We carry a full line of 
SWEDISH Made TOOLS and HARDWARE 


Order from your jobber today, or write 
SCANDINAVIAN 
WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Seattle, Montreal, 
Minn, Wash. Can. 

















Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada “and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 


have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardware Wholesalers find Verified List of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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must be regulated as well 














as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 


Hardware Age 


239 West 39th Street 
New York City 
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—‘‘Number, please?”’ 
—“‘Yes, that’s all that’s required to 


cut a perfect key on 





“Takes the guess out of key cutting” 





The only machine in existence that is universal 
in its application, in that it will cut keys from 
number by code, or duplicate from sample key. 


(QD INDEPENDENTIOCK COD 


Fitchburg, Mass., U. 8S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 


Kneb Sets, Key Blanks, Auto Switch Keys, Hardware 
Specialties, Key Cutting Machines, Ete. 

















Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 


Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 

The largest and oldest manufactur- 
ers of Tacks, and Small Nails, in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 


— iA 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks 
and Small Nails in the world. 
Established in 1810. 


























POULTRY NETTING 


Galvanized Before ang Galvanized c4fter Weaving? 








and 
Dark 
“4 . Finish 
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| Look for the tag, carrying our name, at the end of every roll! [|~ 


=| The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of a 
WIRE CLOTH, NETTING and FENCING | 


Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicage Kanes City 
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Business Is Good 


for 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 





BECAUSE they properly display their mer- 
chandise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 
problems. No cost or obligations to ask for and 


receive our suggestions. 
MAIL THIS TODAY 


700 Bryant St., Montpelier, Ohi 
W. C. Heller & Co. 35 Veuy it, New York City 








CCPC RCH e eee Hee HEHEHE HEHEHE EE EEH HEHEHE HEHE EEE EE EES 


9/29/27 Hdwe Age 























80 


HARDWARE AGE for SEPTEMBER 20, 1927 

















FOSIER® 


Personal EK 


= BOLTS “> NUTS 
3} CAPSCREWS 


in Big Business 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Unien Ave. and E. 72nd St -“~ te 6265 West ons st. 
Telephone Broadway 840 elephene Hemlock 





Style “L” Metal 



















This Attractive 
Counter oS ger 
‘ finished i wit 

Counter pad nal weer hn g ‘Santuine 

150 packets 
Vr aterm 40—10c pkts. of 
= ss GERS " 
—— ai Moore Push-Pins 


(Glass Heads—Steel Points) 
also 110—10c pkts. of 


“Mocre Push - less Hangers 
(Scientifically Constructed for 
Str 









Advertised for 27 yrs. 
Used in ‘‘Nearly Every Home” 
eer Push- Pin Co. 

Wayne Junction) 
Philadel nia, De 
Send for il 
folder of —— 

Displays and Price 
List 

















This catalog 
brings your store 
to your customer’s bench 


F you haven’t received a copy, 

write for it now: 
See our current advertising in 
Popular Science Monthly, Popular 
Mechanics, Carpenter, American 
Machinist, Machinery, Automobile 
Trade Journal, and Motor Service. 
GOODELL-PRATT CO., GREENFIELD, MASS. 


made than those etnies 
aces." GOODELL PRATT 


name of 
Goodell-Pratt 1500 GOOD TOOLS 


No finer tools are 

















Attractive Stores and 
quicker sales are made 
possible with GREEN’S 


Cabinets 


and 


Stock Boxes 
for the convenient han- 
dling of shelf hardware 
and all small parts. 


PRICE $9.00 


For  - gag 2 et ete: W 4 ictal 
in oak i ize 25”x rn tiiusirate 
Other sizes and assortments at pro- —- fo 5 ag 

portionate prices. price list. 


The Green Co., Inc., 250 W. 57th St., N. Y. 








Success Lies 


Knowing How 
Read“ 
HARDWARE AGE 


lt Tells You 
the How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 











@ STERLING 





Sterling Hack Saw Blades 


Try them, Mr. Dealer. We'll send Samples. 
Write for Catalog and Prices. Sold by Jo 


Diamond Saw & Stamping Works, Buffalo, N. Y. 








Plain or enameled 


STRATTON ™**,o.,s38 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 











229 High Street 


Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


New Britain, Conn. 
Western Factory: Dayton, Ohio 











Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds pee — 
the tack in position for driv- wii ~_—__— 
ing. Awarded the Silver Medal “ms 
(the highest offered) at the Panama-Pacific Exposition. 
Good Profit. 

Name and design trade marks registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a De 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, ote pee otegpe socket-holes—no chips in 
the bottom. e entire length of the ALL! is 
utusecu either for solid metal at the point or depth of socket 
for the wrench. All sizes in stock from to 1% in.; any 
length, point-or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tixnTForD. “Conn. 


Stone 
Working 
Tools and 
Supplies 


Complete catalog on request 


TROW & HOLDEN CO. 


Barre, Vermont 






































Quality 
Products 


Standard of the 
Industry 





Manufacturers of golden and antique bronze, bright copper, 
zinc-coated and black enameled screen cloth 


342 MADISON AVE., NEW YORK 
W orks—York, Pa. 















REG. U. &. PAT. OFF. 


These powerful hydraulic door 
checks are easily adjusted for 
quick or slow closing. Made in 
six sizes to fit and operate all 
doors. Strong and durable. 


Guaranteed Satisfaction 
and Bigger Profits 
for Dealers S 


hn Fe 
U.S, PAT 

You will find them exactly co a 
as represented and rapid 
sellers because lower in 
price. Fine bronze finish. 
Parts and brackets always 
in stock. Send for Cata- 
log and Discounts. f 


United Hardware & Tool Corp. 


72 Reade Street, N. Y. City 





SNELL BITS LEAD 


their own way through! 


Heavy construction calls for a bit 
that will stand the gaff. Bridge 
builders, miners, contractors, rail- 
road and shipyard workers need 
the Snell Construction Bit. 

Write today for folder and price list 











BIT 


Snell Manufacturing Co., Fiskdale, Mass. 


Sales Representatives: John H. Graham & Co., 113 Chambers St., 
New York City 








Osborne High Grade Punches 








c.5.Qsa0rnc& Co 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 

A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 


finest quality of materials. 
We stand back of every tool we make. Try us. 
Write for Catalog 
Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








~—_ JE FFERY’S 
Marine 


. Glues 


Needed by Every Boat and Canoe-owner 


Every boat and canoe owner can be sold Jeffery’s 
Marine Glue. Show them the uses for deck and un- 
derwater seams, attaching canvas, stopping leaks, 
etc. Write for literature. 


r 
pity 


LW Ferdinand éCo.("y 


oe % 
seer 152 hneeland Si ‘ 






























































* Mie £ [ADDEDS 
= =—one Q MODERNIZE 
‘aics: =ss STORE METHODS 
SSS 9 To provide adequate storage facilities for 
=, shelf stock—to make it accessible and con 


venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only—neat of design— 
attractively finished—any height — 
easily installed—meets most 
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Classified Opportunities 





Classified Advertising Rates 





7 Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Opportunity Exchange Section oe POPS ne eer . +... $5.00 
Each additional inch 


Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 





Set Solid, Minimum of 5 lines.... . $3.00 
Each additional line.......... ~ - 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional line........... 80 


Average 10 words to a line 
Allow One Line for Keyed Address 








Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
off 
Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. . 


tunities, 239 West 39th St., New 
York City 


HakpWware AGp is published each Thursday 


Forms close Nine Days previous to date of 
publication 














te 





BUSINESS OPPORTUNITIES 


FOR SALE—THIRTY YEAR ESTABLISHED HARDWARE BUSI- 
NESS, with modern fixtures, located in the heart of the Business District 
on main street, in one of the fast growing cities of the Panhandle of 
Texas, population of 10,000 and county seat of the county. Good farming 
community, large feed and cotton crop now on hand. Reason for selling, 
bad health and must leave. San lease building now ocupied. Will 
require $15,000 to $20,000 to handle. No trade considered. Address Box 
H-680, care of Harpware Acz, New York. 








For Sale—Established Hardware Store located in one of the best towns 
on Long Island on main thoroughfare. Inventory $12,000. Address Box 
H-682, care of Harpware Ace, New York. 


HELP WANTED 











Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Clerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 











tke 





Salesman having a thorough knowledge of Lawn Mowers, by one of the 
largest Lawn Mower manufacturers in the country. Exceptional oppor- 
tunity for the right man. If you do not have Lawn Mower experience 
kindly do not apply. Address Box H-667, care of Harpware Ace, New 

ork. 





POSITIONS WANTED 








HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES YHE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 


Kemington Building 
113 W. 42nd Street Bryant 7374-5-6 











i 





HARDWARE MAN THOROUGHLY EXPERIENCED, wholesale- 
retail all lines, export and domestic sales, purchasing, correspondence, 
stock. 5 years’ inside experience; 3 years’ road selling. Desires to 
connect either as traveling representative or office detail man. Also 
familiar with machinery. Engineering education and technical experience. 
Address Box H-691, care of Harpware Acz, New York. 


I HAVE RECENTLY DISPOSED OF my successful retail store in 
New York and after a vacation abroad, I am planning to join the organi- 
zation of a manufacturer, jobber or retailer, preferably in the sales de- 
partment. Reasonable compensation. Well known in Trade. Location 
no objection. Address G. Duncan MacLeod, care of Harpware AGE, 
New York. 


SALESMAN AND PURCHASING AGENT, Aggressive American, 29 
years old, experienced in steel, hardware, tools and mill supplies and 
familiar with jobbing, retail and machine shop trade now retiring from 
business is seeking connection. Producer of results. Highest references. 
Address Box H-690, care of Harpware Acg, New York. 











Display man of experience and ability desires permanent connection, 
successful record. Can qualify to trim windows, assist on floor, sell, 
supervise, help and do detail work in general hardware, auto accessories 
and sporting goods. Address Box H-681, care of Harpware AGE, New 
York. 





Young man, 27, desires immediate position as assistant buyer or a 
: ible clerical position with New York hardware or housefurnishing 
iteker or manufacturer. Best references. Address Box H-678, care of 


Hasswans Acz, New York City. 


SALES ACCOUNTS WANTED 








Two aggressive Hardware Salesmen plan opening man- 
ufacturers’ agency covering Hardwares and Industries, 
Northern Indiana-Southern Michigan. Efforts con- 
fined to six good lines insuring best attention to all 
at the lowest distributing expense. Manufacturers 
write us. Box H-677, care of Hardware Age, New York. 




















MANUFACTURERS’ DISTRIBUTOR AND JOBBER with an es- 
tablished business, show rooms and warehouse facilities, in the City of 
Phenix, Arizona—the Southwest’s center of distribution—desires addi- 
tional lines of Electrical Appliances, Tools, Sporting Goods, Electrical 
Equipment and Farm Tools. Standard lines desired. Address Box H-687, 
care of Harpware AGE, New York. 





Traveling salesman thoroughly familiar with dealers, jobbers and factory 
buyers seeks meritorious article for New England hardware or paint field. 
Can furnish car and traveling expenses. Finest references. Address Box 
H-673, care of Harpware AGE, New York. 


_ DESIRE TO HEAR FROM American Manufacturers and exporting 
firms wishing representation in South America. Thoroughly experienced. 
Highest references available. Address: Hermanos Garcia Gomez, Este 12, 
No. 63, Caracas, Venezuela. 








HELP WANTED—Salesman to sell window glass and glass for all 
purposes. As side line. For importers and jobbers. Westchester County 
a — territories. Address Box H-688, care of Harpware AGeE, 
avew ork, 


SALES REPRESENTATIVES WANTED 


TERRITORIAL SALES REPRESENTATION WANTED. We are 
manufacturing and distributing a spring sash balance, a new patented 
device requiring only one balance for a double hung window. Organiza- 
tions calling on building contractors and architects are requested to write 
immediately stating qualifications, etc. We have an attractive, profitable 
proposition. Address General Water Heater Corp’n., Sash Balance Dept., 
1601 Compton Ave., Los Angeles, Calif. 











SALESMEN WHO ARE INTERESTED in selling a side line, sample 
of which can easily be carried in the pocket and which should be bought 
by department stores, electrical goods shops, art and gift shops, stationery 
stores and furniture stores, in quantities from one dozen up, with a 
minimum sale of $31.20, should communicate with the undersigned. Liberal 
commissions of course. Lee Silkworth Corp., 11 East 44th St., New 
York City. 





SALESMEN WANTED calling on Hardware and Implement dealers 


to handle our % H.P. light weight, high-speed Gasoline Engine on Com- 
mission. Engine can be used for driving Washing Machines, Cream 
Separators, Milking Machines, Charging Batteries, Water Pumps, Air 
Compressors, etc. Address Alto Manufacturing Company, 1647 olfram 
St., Chicago, Ill. 








WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover architects, dealers and jobbers-in Philadelphia, Baltimore 
and Washington. Salary and commission. State qualifications. Address 
Box H-685, care of HArpware Ace, New York. 











SALESMAN WANTED—Must have builders and hardware experience 
and capable of reading blueprints. Calling on architects. contractors and 
general hardware dealers in Kansas and Missouri. Send references with 
your application. Address Box H-689, care of Harpware Ace, New York. 





WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover Pittsburgh, Ohio and West Virginia. Salary and commis- 
sion. Give references and experiences. Address Box H-686, care of 
Harpware Ace, New York. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED SALES REPRESENTATIVES WANTED 





WANTED—SALESMEN, SIDE LINE—Salesmen_ now selling to the 


Salesmen calling on hardware trade to handle Manila and Sisal Rope 1 
and Twines direct from importing manufacturer’s stocks in New York. automobile accessory and hardware trade in the United States and Canada 
Satisfactory commission one promptly on accepted orders. Only desire can add greatly to their income by featuring our Piston Rings as a side 
3513 


Address Keys Piston Ring Company, 
Established since 1913 


line. Write for details. 


men wh s de. Writ - 
o have standing with their trade. rite giving references, terri Chotese: St. Loulé, Mn 


tory covered, and how often. Address Box H-618, care of HARDWARE 





Ace, New York. 








Let US Help You Word Your “Want.” 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 





represented. Address Box H-638, care of HARpwareE AcE, New York. { 














Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 
ware Age. 

Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 
Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York 














Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 


Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


D. Landreth Seed Co., Bristol, Pa. 














"IT Make the best Hammer” 


D. Maydole, 1843 


The popularity of Maydole ‘3 among C it 
Machinists and eo attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 


THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 

Made only by 


ANTI-Borax Compounp Co. 














Ask your jobber for 


CALDWELL SASHBALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 











Fort Wayne, Ind. 

Sell PIPE CUTTERS 

that give Real Service! © 
Stand up under toughest work. Improved 
design. Made of highest quality materials. 


Equipped with knife blade cutter wheels. 
Write for new Catalog. 


Saunders Type 


(si) 


Barnes Type 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U. S. A. 














BROWN @© SHARPE 
suelo) 
Made Best 

They Give Complete Satisfactior 


Cutalog on request 


vidence, R. I., U. 


TRADE MARK 


BROWN & SHARPE MFG. CO. Pr 





HACK “TLE NOX” saws 
Scone ED osmcrm 


“The Toot in Lhe Puaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIEL®, MASS. 


HACK SAWS - BAND SAWS = SCREW ORIVERS - GLASS CUTTERS 


UNIFORMITY 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract, Every care will be taken to index correctly. 
No allowances will be made for errors or failure to insert. 
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THE DASH (—) 


INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR 


IN THIS ISSUE 
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Metal Sponge Sales Corp...... 
ee. 


Beemeeet Bes “CO... ccceces 
Peete FANS CO... cece ceness 
Milwaukee Tool & Forge Co.. 
Modern Grinder Mfg. Co....... 
Moline Pressed Steel Co 
Monarch Metal Products Co.... 
Moore Drop Forging Co....... 
Moore Push Pin Co............ 
Morrill, Inc., Chas........s00% 
Morse Twist Drill & Machine 
Co. 
Mosler Metal Products Corp.... 
Weert Brass Con... occ cccsecs 
Murphy’s Sons Co., Robert 
Murphy Varnish Co.......... 
Myers & Brothers Co., F. E..13, 


Maxson 


N 
National Brass Co............ 
National Carbon Co........... 
National Lead Co..........0- 
Wational Bite. Cos... si ccccces 
National Sign Stencil 
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New Britain Machine Co....... 
Delphos Mfg. Co......... 
Heaven Clock Co... ..isccce 
Jersey Wire Cloth Co..... 
York Wire Cloth Co..... 
Niagara Metal Stamping Corp.. 
Nicholson File Co.......-0.0.. 
North Bros. Mig. Co... ..0.100 
Northern Rubber Co........... 


Norton Door Closer Co......... 


New 
New 
New 


New 


Oakes 
Oliver 
Oneida 


Ontario Knife 


Mfg. 
Iron & Steel Co........ 
Community, Ltd....... 
Tah o654060barus 
GCietns & C6, Ci Ses cctscwas 
Ceete BIE) Give 50 oe S4aG ee 
Oster Mfg. Co., John 


P 


EO COccircviees 


Pacific Rim 
Paine 
Palm Fechteler & Co.......... 
Patent Novelty Co............ 
Peaslee ies acetales 
Peck, Stow & Wilcox Co....... 
Peerless Level & Tool Co...... 


Penberthy Injector Co......... 


Gaulbert 


Penn. Lawn Mower Works .... 
Perfection Stove Co., 
Peters Cartridge Co........... 
ae a © ey ee ee 
Philadelphia Lawn Mower Co... 
Priee-Latitte  Cei. osc cssceses 
yg | eS Sarr eee ese 
Pioneer Caster & Mfg. Co..... 
Pioneer Rubber Mills......... 
Pittsburgh Plate Glass Co...... 
Pittsburgh Steel Co........... 
Payette Be... cs 
Popular Science Monthly 
H. 


Pratt & Lambert, Inc.......... 


Plumb, Inc., 
Porter, Inc., 
POG VO Ris caccacnusess 
Pressed Metal Prods. Co....... 
Progressive Mfg. Co........... 
| ee See 
Pyrex Sales Division 


Rees TIO Gs koh cso se 
Reed & Prince Mfg. Co........ 
mecte Pedieck: Cok: .icesccces 
Remington Arms Co., Inc 
Oe NE EMicikiscietavscaews 
Reynolds Wire Co............ 
meeeer TEIG. Ces ic eicavicccs 
Richards-Wilcox Mfg. Co...... 
Rixson Co., Oscar C......c000 
Arthur R.... 


Robeson-Rochester Co.......... 


Robertson, 


Rock Island Stove Co.......... 
Rose & Brothers, Wm 
Ruberoid Co., The .. 
Ruby -Cemitenl Ces .se se ccaes oe 
Rugg Mfg. 
Russell, Burdsall & Ward Bolt 

Tees GE caren ehscus eens 
Russell Cutlery Co., John 


s 


Sacks, Tie, Lowie. cis vca cccice 


Samson Cordage Works ....... 
Samson Cutlery Co............ 
Sand’s Level & Tool Co....... 
Sanitary Receiver Co.......... 
Co., 
We Riv ek ssirsccantecs 


Corp 


Sapolin tines sp cab cneus 
Sargent 
Savage Arms Corp........... 
Save the Surface Campaign... 
Bee TE Gea cccctcennne 
Schollhorn Co., William 
Sebrade Cutlery Co... .scsccces 
Schrader’s Sons Co., A........ 
Segal Lock & Hardware Co..... 
Ee enwscevns cannes 
Seymour Prods. Co............ 
Shapleigh Hardware Co........ 
Shelby Spring Hinge Co....... 
Ce Be B.... 
Sherwin-Williams Co.......... 
EMP Cass obilecc teens s 
Saw & Steel Co...... 
Simplest Medio COs. rcccececs 
Smith & Co., D. 
Smith, Inc., Landon P......... 


Sexton Can 


Sherman Mfg. 


Simonds 


Smith & Sons, Inc., Seymour. . 
ge ee ee ee 
Solidhed Co. 
Space Saver Dish Co....... eis 


Se Bh a nS rer 
Sparklets, 
Special Chemicals Co.......... 
Standard Electric Stove Co.... 
Standard Oil Co. of N. J....... 
ee a > re 
Stanley Works 
Star’ Brush Mig. Co........00% 
UE Og Rae Pais access deta 
Stearns & Co., 


Sterling Wheelbarrow Co....... 


Stevens Walden-Worcester, Inc. 
Stratton & Terstegge Co....... 
Stratton: Big: COi.s. 0s vcccces 
Superior Laboratories, Inc...... 


Superior Ladder Co........... 


re 
FE Ns GBs cevisiveces 
WS RE GOs cccce case sees 
Timken Roller Bearing Co.... 
Toledo Metal Wheel Co........ 
Toledo Wheelbarrow Co........ 








eee Ue Eis. 6éa e000 00m oe -- 
Trow & Holden Co........... 
Tubular Rivet & Stud Co...... 
Turner & Seymour Mfg. Co... — 
Turner Brass Works.......... 
We cig ctcivics cencuss 
Turner, Day & Woolworth Han- 

dle 


nis ncheskeenese — 


Tnderhill 


Tnion Hardware 
Tnion Steel Products Co....... 
Inited Hardware & Tool Corp. 
Inited Publishers Corporation... — 
Royalties Corp........ —_ 
J}. S. Chain & Forging Co..... 


1 By SBE Ghcec cantessicee 


[ 
l 
United 
it 
( 
Universal Industrial Corp...... -~ 
Utah Radio Products Co...... 
Valea i Ecc oi chen eens 
Taughan & Bushnell Mtg. Co.. 
‘aughan Novelty Mfg. Co...... 
Verified List 
Vetter, William L............. 
a re 


Voos Company, T 


<a 


Wall Supply Co., P 
Walworth 
Warren Mfg. Co., J. D....... 
Warren Tool & Forge Co..... 
Washburn Co., The 
Wausau Uo Serpe recy 
Western Cartridge Co......... 
Western Importing Co. 
Wheeling Steel Corp.......... 
White Co., H. C 
Ween Coc Ee @ FF .ke 2 a0 
White Mfg. Co., Julian M.... 
Whiting-Adams 
Whitney Co., 
Wickwire Brothers............ 9 
Wickwire Spencer Steel Co 
Williams & Co., J. 
Winslow Skate Mfg. Co., Samuel 
WP REENG | Wee Brice 55 500s tinsicn es 
Wee: Baie: Cay Foc iecse sss 
CPessnswetveense 
Wolverine & Mfg. Co. 
Wooster Brush Co............. 
World Novelty Co............. 
Worthington Co., George 
Wright Steel & Wire Co., G. F. 


Mfg. 


Abrasive 


Vincent 


Witt Cornice 


Supply 


Y 


Yale & Towne Mfg. Co........ —- 
oe! a See ee — 
Z 
Zouri Drawn Metals Co........ - 





THE DASH 


(—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR 


IN THIS ISSUE 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 





This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 





The Premas Houseful 
creates sales = 
Reeps your stock 0; 
. Dept. HA-6 - numbers clean and 
Niagara Falis, New York orderly. 











Bakes 








Browns 

4 ~ 

Broils 

Toasts 
This top-of-stove oven prepares foods deliciously when used over 
single burner of any type gas, oil or gasoline stove. Fast selling 
$1 leader ($1.25 in Rocky Mountain States and West). Ask 


your jobber or write direct to 
JACKES-EVANS MFG. CO., 1944 N. Main St., ST.LOUIS, MO. 





IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 











Wire Products 


for every need 


Nails of all kinds, Staples, 

ria Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 
















BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 


4 x 
(Se 


TRADE - MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


NY: No) 5 On O10) 80) 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS » COTTON TWINES 





















, SKYSCRAPER 


KNOWN AS THE BEST 


FIRE PREVENTION 
AID 


4 Woven of High-Carbon Steel 

} 14” x No. 18 gauge 
Model D List $5.00 
Model E List 6.00 

LESS 40/10% 

FREIGHT PAID ON 
INITIAL ORDER 

Knocked down for shipment 
H. B. BORNSIDE 


MANUFACTURER AND PATENTEE 
PROVIDENCE, R. |}. 














Look for Niven limite 


Russell Jennings 


; cee 
stamped on the round of our 


Auger Bits” 


niginal d ul rhe twist auger bit, patel 


Mr. Rus sell Jennings in !855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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Better by fa 
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made for} 


ERE is the new Hodell No. 
75 Apartment Sash Chain— 


Better by far than cord can be for 
sash suspension. Runs smoothly, 
silently, easily over any pulley 
made for cord. Brings to build- 
ing contractors every advantage 
that sash chain has always offered 
—plus many 
exclusive ad- 
vantages that 
only Hodell 
Sash Chain 


can give. 


Nota home 
will be built 
in your com- 
munity this 
year that will 
be too small 










Ask for No.75 
Sash Chuin 
folder. Your 
jobber can 
supply Hodell 
Sash Chainon 
short notice. 















in any pulley 
sash cord 


or too modest for Hodell No. 75! 
(The cost is now no more than 
cord per window opening! ) 
Profits in your builders’ hard- 
ware department depend upon 
the builders’ preference. And 
builders are unmistakably turning 
to sash chain as better sash sus- 
pension material. Chain can’t rot 
or fray—needs no replacement. 
Makes a better looking job when 
sash is hung. Takes much less time 
to install—and there is no waste. 
Easily stocked and sold, Hodell No.75 
is packed 100 ft. in a bag with standard 
sash and weight attachments. Just show 


builders that you have it—tell them the 
price—and the sale will take care of itself. 


SHS CHALI PROVVUCTS £9 
3932 Cooper Ave. Cleveland, Ohio 
Established 1886 
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ANNOUNCING the 


2Q) piece Honeymoon Set 


in TUDOR PLATE 


T" & instant and growing success 
: ot the 20-piece HONEYMOON SET 


has produced an insistent demand 
for a six-cover Tudor Service in the 
same brilliant orange-and-black 
case. Here it is/ Like its smaller 
brother, it sells at a price which en- 


ables you to compete for the market 





of smallest purse but biggest vol- 
ume. With 29 pieces in any Tudor 
Plate pattern —*14-0¢ with chest. 


EVEN the most restricted in- 
come need not content itself 
with unbranded, unguaranteed, 
unpackaged silverware, when 
the 20-piece Honeymoon Set 
is available at $9.75. Are you 
stocking and displaying to catch 


this volume trade? 








